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again points out that special 
shoes must be made avail- 
able for defense workers 











BOOT and SHOE 


e h es DECEMBER 7, 1941 Pearl Harbor! All leaves can- 
. A celled. Men oealied. 
Women by the tens of thou- f Ae. ¥ 






sands rush to volunteer 
“THE GREAT NATIONAL SHOE WEEKLY their services for war- 
work. Women’s motor 
corps and canteens meet 
the emergency. Wo- 
men air-raid wardens go 


$ | on patrol. Shoe-merchants 





















are brought smack up 
against problem of getting 
their departments on a 
war-footing. 


RE 41 = ail 
- bytHs BEFO <q. HY 6 aces ; ie M. M. & S. is first to mect the 
- FARL HARBOR... 4 


emergency with a "caplet line of shoes for war-time. One 
of them had been designed three weeks before, in accordance 
AUGUST, 1941 America is at 
peace. But women are organizing 


with suggestions made by executives of American Women’s 
Voluntary Services. And now the A.W.V.S., anxious to have 

members wear a proper shoe without compelling them to do so, 

gives official approval to Casual Classics Model No. 240601. 

. training for defense. In the 

shoe-trade, it’s ““business as usual,’’ 
except one welt-maker whose 
designers and production men are 


JANUARY 1, 1942 Tire and automobile rationing go 
at work on America’s frst line 













into effect. A nation-on-wheels goes back on its feet. 


JANUARY 5, 1942 Merchants at Na- 


tional Shoe Fair crowd in seeking shoes for 
war-workers and the new war-walkers ; turn 
first to the maker who was first to sense and 
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of *Defenstyled women’s shoes. . meet the need for *Defenstyled Welts. 
” “me 

OCTOBER 24, 1941 Merchants are challenged for the TODAY — * Defenstyled Casual Classics are 
r. first time by this pertinent question, in full-page messages in walking out of America’s leading stores as 
Women’s Wear Daily and Boot and Shoe Recorder, by Mar- fast as we can ship them. 
’ shall, Meadows & Stewart, Inc., speaking in behalf of the “gal 
cf in uniform”: “What am I supposed todo... go barefooted?” TOMORROW 
f and for the DURATION 
s OCTOBER 27, 1941 a x whe tipi ee Marshall, Meadows & Stewart stands ready, 
dj pening in New York, shoe-merchants first see the complete not merely with an officially approved uni- 


line of Casual Classics *Defenstyled.Welts . . . the first shoes 


: , form shoe, but with a complete line of Casual 
designed to meet the special requirements of women volunteers. 


Classics that provide the extraordinary ser- 
vice and superlative comfort that every wo- 
NOVEMBER 14, 1941 News-pictures show uniformed man now needs . . . the shoes imperative to 


w: mer training for defense. Marshall, Meadows & Stewart, the success of your operation under a war- 


i) ‘ull-page messages, first directs merchants’ attention to time economy. 
CLASSIC 5 A complete line of *Defenstyled Welts to retail at $8.95 ond vp 


) 
f 
U.S. Reg. App. for * Copyright 1941 


MARSHALL, MEADOWS & STEWART, INC., AUBURN, N.Y. ccico. tn. 222 rosa. tig 35 ©, wong 


CHICAGO: Rm. 323 Pittsid. Bldg. 55 E. Washingten 
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7, 8746—Two tone tan 
> ventilated bal, dark 
tan mudguard, eye- 
let plug and foxing. 
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"SMARTEST SHOES ON THE SQUARE” . 


"i Performance Value 


JOHNSONIANS ARE Sanitized 


aJ ohnsonian Performance Value is so apparent that even before 
the customer enters the store, he is aware of the “something 
more” in the shoes he sees in the window. Yes, the bright red 
coated Johnsonian Man has made lots of friends among Ameri- 
can Men, and they are more than just passing acquaintances, 
his gracious smile is bringing them into Johnsonian stores. 
Johnsonians look good in the window, feel better on the feet, 
and a lasting pact of friendship is sealed through their longer 
wear. Merchants too, are sold on Johnsonian Performance 
Value. For, besides making sales easier and more profitable, 
at last the merchant has a measuring stick for what the customer 
gets for his shoe dollar. 


ENDICOTT - JOHNSON * NEW YORK CITY 


Johnsonian Division © ENDICOTT, NEW YORK = ST. LOUIS, MISSOURI 
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The Change-Over 


WOMEN EVERYWHERE ARE CHANGING FROM LEISURE PEACE 
TIME SHOES TO MILITARY WALKING SHOES 


The Irving Drew organization for over a quarter of a century 
have specialized in the manufacture of ‘‘very fine women’s 


welt shoes.”’ Just the type of shoes for active women. 


Members of the Motor Corps Office of Civilian Defense 
Civilian Volunteers American Women's Voluntary Service 
United Service Organization American Legion Auxiliary 


They're good looking, flexible, and comfortable, and best 
of all — Drew’s Uniform Service Shoes — are built over the 
famous “Drew's 7 Basic Lasts.” 


SCULPTURED TO THE FOOT FITTING 


* This Official Uniform Service Shoe was 
fitted to more than one hundred mem- 
bers of the Motor Corps, being thor- 
oughly tested for good fitting, for com- 
fort and service, before it was adopted. 
It's smart looking — the girls like it. 


In Stock February 15th. 
No. 7577 — in Black Calf 
— 98 last — Welt... .$4.45 Write today for full details. 


Arch Rest and Foot Friend Shoes to retail at $7.85 and $8.85. 
Dr. Hiss Shoes to retail at $8.95 and $10.50. 


a 
<a 


REO US PAT OF FICE 


THE IRVING DREW CORPORATION, LANCASTER, OHIO — New York, 746 Marbridge Bldg. 
Women’s Fine Welts For Over 50 Years 
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AMERICA’S women will want double-duty shoes for 


every season. For warm weather wear, millions more 
than ever will favor all-white. They'll want leather 
which is comfortable and cool, easy to keep immacu- 
late. Do you know anything more saleable and accept- 
able for double-duty summer shoes than footwear 
fashioned of all-white, LEVOR washable kidskin? 





All types of shoes will employ white kidskin in the coming season. All 
indications are that the dependable money-makers for retailers . . . well- 


Styled, white kid shoes . . . will be substantially bought. 


LIE WED IR 


WHITE KID 











POLISHED - MELLOCRUSH + FLEXY - SUEDE 
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FOOT SAVER’S 


oe 


*y 


SDERVICE 





Ready for Action C 


in this CJTARS 


* ALL-STAR x 
VICTORY PROGRAM 


Here are the shoes America’s women- 

of-action want—now. Versatile styles 

suitable for wear with service uniform 

or tailored outfit—shaped over Foot Saver’s 
exclusive Shortback* Lasts to fit perfectly and 


comfortably on every type of foot. 


"Defense for Your Country... 
Defense for Your Feet” 


SHORTBACK* 


FOOT SAVER SHOES 


Made by The Julian & Kokenge Company 
Columbus, Ohio 


*Reg. U.S. Pot. Of. 





of DUH 


When quarter-master tops okayed the Garrison Oxford, they had something more 


than footwear in mind. Give a soldier a smart, comfort- 
able, off-duty shoe that he'll be proud of—and you'll make 
him prouder of being a soldier. 
The Garrison is just that sort of shoe—as sleek 
and serviceable a low-quarter oxford as you'll see 
anywhere. And—like many a fast-moving line of civil- 
ian shoes— its counters are rugged top-quality fibre, a realistic 
style and value specification. 
Happy feet . . . happy soldier! And happy civilian — 
when precision-molded Spaulding Counters give 
your shoes the eye-appeal and perfect heel-fit 
that turns walking from something to do 


to grade-A recreation. 
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The Spaulding Garrison Counter meets every counter 


specification for the Army’s new Garrison Oxfords. 


SPAULDING S$ 


Garrison 


COUNTER 
Specified for Soldiers . . . First Choice for Civilians 


SPAULDING FIBRE CO., INC., North Rochester, New Hampshire 
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lerlife Golf Shoes 


Laced with 


Corde: 
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Aristocrat 


CALE SH 


A Shoe Lace That Outwears by 
Months Ordinary LACES. 


STAYS TIED and NEVER LOOKS 
SHABBY. 


The lace in a Golf Shoe receives more 
hard usage than any other type of foot- 


ll. 


Brown 











STOCK NO. 768 wear. Every energetic twist is a strain 
=e Lest. Brown Rugby Veal. Bootmaker and the ordinary lace will not “take it." 
inish. Exclusive Removable Spikes—will not Cordo-Hyde is built to resist strain, 


rust or corrode. Double Sole Forepart. Flex- 
ible Construction. 


dampness and abuse. They complement 


most outstanding lines of Sport and Dress 
Stocked A to E shoes. 





Available in popular colors — specify 
STONE-TARLOW them on your next order to the manufac- 
BROCKTON, MASS. turer—He will gladly supply them. 


O. A. MILLER TREEING MACHINE COMPANY BRANCH 
(UNITED SHOE MACHINERY CORPORATION) 
BROCKTON, MASSACHUSETTS 
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lect — carried in stock in 


Brown and White Brogandi 
CALE SHOE MANUFACTURING CO. | 


North Adams, Massachusetts 


A smart service shoe by Gale that’s a real comfort to the 


must be ready at a moment’s notice for active footwork. Healthful as it is handsome, 


a 


‘woman in uniform,” who 


this dependable leader is made in Evans Brogandi, the rich grained goatskin that resists 
scuffing, retains its shape and has a relaxing breathing quality. Gale is one of a number of 


manufacturers who have chosen Evans Brogandi for this smart serviceable type of shoe. 


al a see 


JOHN R. EVANS & COMPANY CAMDEN, NEW JERSEY 
Est. 1857 





Boot and Shoe Recorder 








lt Des 


IN DEMAND 


FOR WOMEN IN UNIFORM 
FOR WOMEN AT WORK 


Famous for more than a generation as well 
designed, well made “walking” shoes, today these 
shoes, bootmaker finished, black or tan, in a dozen 
different models, are the first choice of women-in- 
uniform and women-at-work. 


yires NO = 


pering- 
sturdy» 


From coast to coast the country’s 
leading shoe retailers say:* 


“We have had calls for these shoes 
from women in the American Wo- 
men’s Volunteer Service, the Ameri- 
can Red Cross and the British War 
Relief Workers, in addition to wo- 
men in other Welfare divisions.” 


“The calf walking shoe and t the 


“Several local organizations have 
adapted your “Sorority” pattern to 
wear with their uniforms, and we 
are also enclosing a provisional 
order for i. , pairs of your 
sample No. 


“The age J of the Organization o 
here is in 





white nurses oxford are 
increasingly popular and necessary 
to women here in Detroit engaged in 
defense work. Many women find it 
essential to have these low heeled 
walking shoes for comfort, and 
nurses engaged in the Red 


Cross 
work here insist on having the Hill 
& Dale nurse shoe!’ 


“These shoes are being sold to wo- 
men who are active in Red Cross, 
Bundles for Britain and other de- 
fense work which, we believe, is 
responsible for their enjoying such 
a splendid sale 


“Everywhere in 
San Francisco, 
we find women 
speaking of the 
proper shoe with 
the proper uni- 
form. Lieutenants 
and Commanders 
of women’s 
groups explained 
to their women that the 
proper shoe is part of their 
equipment, and mentioning 
the fact that Hill & Dale's 
fill this need more than any 
other type.” 
“P.S. | have just been in- 
formed by the men in our 
organization, who are in 
contact with Civilian De- 
fense Units, that your 
shoes are getting to be 
standard equipment for the 
Women’s Ambulance 
Transport Corps of Cali- 
fornia, the Red Cross Uni- 
formed Units, and the Army 
Nurses. There are other 
corps and units that also 
wear your shoes, not in an 


i 


charge of AL. hundred girts doing 
work on defense. He is sending these 
girls to us and they are very much 
pleased with the Dixon-Bartiett 
styles and the type of shoes they are.” 


“In checking, | find that we have 
been selling these two shoes in addi- 
tion to the oxfords to women in De- 
fense Work. They are being bought 
by Red Cross workers, canteen work- 
ers, and for many other uses. | 
therefore, hope that it will be pos- 
sible for you to give these orders 
some slight preference over other 
types of shoes, as it is quite essen- 
tial that we supply our customers 
who need this type of footwear.” 


“As you no doubt know, we have 
McClelland Field and Mather Field 
located at Sacramento. The former 
employs several thousand women, a 
good many of whom are in uniform, 
and to whom we furnish Hill & Dale 
shoes to complete their uniforms.” 


“We find that many of our customers 
engaged in Red Cross and Civil De- 
fense work are using your Hill & 
Dale shoes as the logical comple- 
ment to their uniforms; and, when 
not in uniform, the intelligent shoe 
to wear for their current activities.” 


“We have been selling a tremendous 
amount of Hill and Dale shoes to 
defense workers. We sent an order 
in for No. 153063. This shoe as well 
“as the Puck Oxford and the Sorority 
Wales, we have been selling right 
along to these people.” 


“We have several organizations in 
our big city, including the Red Cross, 
that are doing their share for Na- 
tional Defense. And it has been very 





official y 


ticeable that your shoes ere being 





rily, but more are ] 
to it all the time.” 


ded r-§ _for this par- 
tieular kind of work 


*Any or all of these letters may be read in 
their entirety at our office in Baltimore. 


At present Hill and Dale Shoes are available only to previously established accounts, for delivery after April Ist. 


DIXON-BARTLETT COMPANY 


February 7, 
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2413 EASTERN AVENUE 
BALTIMORE, MARYLAND 





Jo Letter Sewe 


ALL WOMEN 
IN WARTIME SERVICE 
Viclory 


AITTSK UH 


MADE IN THE U.S.A, 


Shese sfrectat, Viclory styles are wonder- 


fully made in the inimitable British Walker manner. 
They are the only women’s shoes with Synchro-Flex 
construction — the amazing, patented PLUS-fea- 
ture which assures flexibility and action-ease un- 
equalled. With British Walker Victory styles, you 
bring to women in wartime service exactly what 
they want: Footwear of fine distinction, tremendously 
rugged and luxuriously comfortable . . . Act now! 


The J.P. SMITH SHOE COMPANY - SANGAMON & HURON STREETS, CHICAGO ° 


EAST: MARBRIDGE BLDG., NEW YORK CITY 
WEST: BILTMORE HOTEL, LOS ANGELES 
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GRO-CORD, RAW-CORD, NEO-CORD 
and CRAFT-CORD Soles and Heels not only 
give longer wear value to Shoe For The Job, 
but they protect against slipping hazards. 
Thus they have merited endorsements 
from leading Safety Engineers. 


With some pride therefore we 
are doing our bit in lending Uncle 
Sam a hand in forging out... 
a ‘sure-footed’ VICTORY. 


No. 1000 
Black Only 


) 


We are honored in having the confi- 
dence of the leading shoe manufac- 
turers whom we have served for many 


years, and our every endeavor will be 
to merit their continued Good-will. 





ite order 


olce, 
2. Irade 


THE credit manager for a large 
mid-western shoe manufacturer has 
an excellent suggestion regarding 
the importance of consideration and 
cooperation on the part of retailers 
and shoe buyers. He states: 

“We are thinking particularly of 
the necessity of avoiding useless 
trips, with the resultant waste of 





tires. Many retailers and shoe buy- 
ers have formed a habit of putting 
off buying and of asking the sales- 
men to ‘come back in thirty or 
forty days.’ When mileage was not 
a factor, this was not too serious 
and the salesman was asually will- 
ing to come back. It now behooves 
every retailer, in his own interest 
as well as in the interest of national 
defense, to help eliminate these use- 


less miles wherever possible.” 
an * * 


GERALD D. GROSNER of Gros- 
ner, Washington, D. C., says: 
“Civilian effort must be con- 
tinued even more vigorously than 
during peace times. Otherwise, how 
is the civilian population to be 
clothed, fed, housed and kept in a 
healthy optimistic frame of mind? 
Hitler and the Japs would be de- 
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lighted if we should neglect the 
civilian population and let them 
shift for themselves. For every man 
on the firing line there are twelve 
civilians at home working to keep 
him there. What greater help could 
we give our enemies than by dis- 
couraging these twelve men and de- 
creasing their output? Likewise, 
what could be more demoralizing 
than to discourage our remaining 
civilian population so that tax re- 
ceipts would fall off and our various 
war efforts such as Red Cross, sale 
of Victory Bonds, U. S. O. and 
other supporting efforts, be only 
partially successful. 


“With this thought in mind, it is 
my belief that style is more impor- 
tant than ever. It is the one big 
stimulant to civilian interest’ A 
good army is always well-equipped 
and well-clothed. A good civilian 
population requires similar physical 
assistance, in so far as it doesn’t 
conflict, of course, with taking care 
of the military personnel.” 


* - ao 


HENRY W. MORGAN, president of 
Henry Morgan & Company, Mon- 


{FEBRUARY 7, 


1942 


treal, Canada, says: 

“The main point to remember in 
the Canadian Price Regulations is 
that the consumer of goods and 
services cannot lawfully be charged 
more than the highest price charged 
during the base period, namely, 
September 15 to October 11, 1941. 
Where prices had risen between the 


base period and December 1, the 
law required that they be reduced 
after that date. 

“The price ceiling, moreover, ap- 
plies to each individual store, de- 
partment or branch on the basis of 
its own prices for each separate 
kind and quality of goods and ser- 
vices during the base period. 

“For instance, the lower price 
stores are not permitted to raise 
their prices to the level of the higher 
priced stores. Each store has its 
own price ceiling based on its sell- 
ing price during the base period. 

“Nor are the suppliers of goods 
and services permitted to give the 
consumer less value for his money 
by lowering the quality of material, 
style, workmanship, size, weight, or 
intrinsic worth. 

“If a store wishes to sell goods 


15 








of a different kind or quality, not 
sold during the base period, the 
price must not be more than the 
highest price charged for substan- 
tially similar goods during the base 
period. Any new goods that are in- 
ferior in quality, style, etc., must be 
sold for a proportionately lower 
price.” 
FRED NEWCOMB, retail shoeman 
of Santa Ana, California, advises: 
“Three years ago the novelty shoe 
business seemed to be running away 
with us. Mark downs were terrific. 
As a result of this condition, we 
started to build up our stocks of 
staple lines. This policy of working 
more into staples has caused us to 
lose some of our high style busi- 
ness but in spite of that, the pairage 
sales have steadily grown through 
the revised plan of operation. Mark 
downs have lessened, while turn 
over has increased. 
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“Starting this year another new 
policy is being put into force, every 
bill will be discounted right on the 
nose, then every pair of shoes in 
the house will be mine. A policy of 
this nature is bound to result in 
more careful buying and also in 
making more money for the house. 
This latter policy will enable us to 
take care of the increased Federal 
taxes which are bound to come and 
it will be our pleasure to pay, as 
our part of the defense program.” 


* a * 


“WHAT a wonderful thing is this 
friendship business,” found Ed Ke- 
heller after going back to his old 
stamping ground, to attend the re- 
cent Fort Worth, Texas, convention. 
Ed covered Texas many years for 
Queen Quality Shoes and did yeo- 
man work in the shoe travelers as- 
sociation, especially as chairman of 
the national railfoad committee. 
Recently he has been making the 
state of California for Wolf-Tober 
Shoe Company. That certain feeling 
that “The eyes of Texas are on me” 
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OUCH!! 





—lt would seem strange, wouldn't 
it if the Japs were licked by their 
own feet instead of by bs, 
bullets, and shrapnel? 

—A recent newspaper article on the 
Jap soldier, his psychology and 
his equipment, reported: 

—"His puttees often look as if they were 
about to fall off, and he has an in- 
toed gait, as if his shoes hurt him. 
Probably they do, for 95 per cent of 
the Japanese wear leather shoes only 
when in uniform. In their native san- 
dals and getas they learn to shuffie, 
and since that footgear is usually kept 
on by means of a tightly gripped strap 
held by the great toe, the natural 
spread of the Japanese foot is an 
aching liability when the soldier puts 
on army boots.” 


—lIt's generally understood that mn 
Nipponese Military is pretty muc 
directed and pet dew! a by their 
Master's (Hitler's) voice. 

—So, if the Jap soldiers are forced 
to use the "goose-step" technique 
in their marching, it's quite possi- 
ble the collapse of their feet 
would be a contributing factor in 
the collapse of their campaign. 

—I hope, | hope! 


SU Ten 


President 





caused him to go back to see the 
old boys assembled in convention. 
“Not that I haven’t made many fine 
friends in California, but the old 
friends from the Panhandle to the 
Gulf sure looked good to these old 


eyes. 
a Cy 


ANNE ALBEE, fashion director of 
Arnold Constable & Co., New York 
City, says: 

“It remains for us to study the 
American woman, to learn to know 
her and her needs and to give her 
what she wants. This is the time to 
save her time! We can have ready 
for this busy and new American 
woman the right shoes, the right 
hat, the right accessories. And since 
our bread and butter for these past 


years has been coordinating, let us 
coordinate wisely—but not too well 
for 1942! 

“Most important—perhaps this is 
the time to find items. Items that 
the new woman needs in her new 
life! New business is knocking at 
our doors, even in this threatened 
era of simplification. It will be done 
on items. While lines will be 
shorter, and choice narrowed, items 
will take their place. 

“This may not seem like ‘Fash- 
ion’s Business.’ Consider, however, 
the stunning jobs already done on 
Air Raid Warden’s over-the-shoul- 
der bags, blackout bags, asbestos 
gloves, and all kinds and shapes of 
flashlights. Those are all items that 
were made, bought and sold when 
the public wanted them. 


EVERY shoe store needs to 


broaden its sales—Widen your hori- 
zon NOW. 





P. W. LITCHFIELD, Chairman of 
the Board of the Goodyear Tire & 
Rubber Company, says: 

“For many years the American 
public took rubber as a matter of 
course, not stopping to realize its 
basic necessity in the maintenance 
of our economy. Now that the 
source of 95 per cent of our supply 
of rubber is threatened by the 
Japanese, the public has become 
keenly aware of its importance. 

“In advertising and in various 
other ways we are endeavoring to 
present the real facts of rubber to 
the public. We believe this to be 
our duty as the largest manufac- 
turer of rubber products in the 
World. We believe further that the 
public in its present receptive mind 
will absorb these facts and be in 
position to render more under- 


‘standing cooperation in the great 


national task of conserving the 
available supplies of rubber. A 
sane and constructive national rub- 
ber policy is bound to be more 
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readily attained if there is general 
public understanding.” 
ELON G. BORTON, chairman of 
the board of the Advertising Fed- 
eration of America and a director 
of LaSalle Extension University, 
says: 

“I look for advertising to con- 
tinue through the war because it is 





vital to our national economy.” Mr. 
Borton says that advertising’s job 
during the war is to tell people how 
to make goods last longer and to 
help make that procedure ‘fashion- 
able; to educate people how to buy 
better; how to use new materials 
not needed for the war effort; to 
discourage hoarding and hysterical 
buying; to help to find as well as 
te promote, substitute materials; to 
prepare people for shortages; to 
help the public to understand and 
adjust itself to merchandising con- 
ditions brought on by the disloca- 
tion of our peace-time economy; 
and, finally, looking to the end of 
the war, to help industry in its 
search for new products, in_ its 
plans for the future use of excess 
machinery and plants; and in its 
plans for the absorption of soldiers 


returning to civilian life. 
ee e * 


GEORGE H. Vose at “The Shoe” 
in Beverly, Mass., was honored on 
his recent 90th birthday by the 
graduates of the Beverly Trade 
School. He started that trade school 
with the idea of helping boys carry 
on with the world’s work. Mr. Vose 
played an important part in the U. 
S. M. C. in the pioneering days of 


modern shoemaking. 
aa * * 


MEET the “NOW” Now! 


Shoeman Johnson says, says he, 
“I'm afraid of ‘43! 

And I'm saying, what is more, 
I'm afraid of °44! 

How can any man survive 
What's ahead for °45, 

Think, just think, about the fix 
We'll be in by 46! 

What will be our lot and fate 
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In "47? "48? 

Where will be your store and mine, 

Tell me that, by 49?” 
* 


“Johnson, listen, I declare 

I appreciate your scare, 

But,” say I, “the thing to do 

Is to think of °42! 

Long range vision, that is fine, 

Thoughts of 48 and "9, 

But the most important thing 

Both for cabbage and for king 

Is to center on the year 

That’s upon us, now and here! 

The future’s coming I allow 

But the NOW is with us now!” 
—J. Edw. Tufft 


R. H. PEEB (Bob), who travels the 
West Coast for the Douglas line, 
says: 

“I don’t have an account that 


























hasn’t graded up. Both the buyers 
and the consumers know shoe prices 
have been forced to advance a little 
and both are reconciled to paying 
what is fair in order to keep to the 
established quality. Not one buyer 
in the entire territory has tried to 
shave the quality in order to keep 
his shoes at the previously estab- 
lished price. It seems for this 


Spring there is just about one pat- 
tern—so great is the ordering of 
moccasin types.” 


“Paw bought ‘em, Maw broke ‘em in and | wore ‘em out.” 





LEON HENDERSON is going to ration 
food, clothes, tires, automobiles—the fact 
is WPB Chief Donald Nelson has given 
Mr. Henderson authority to ration all 
civilian consumer goods and commodi- 


ties sold on the retail market. Thus, if 
he thinks it necessary, Mr. Henderson 
can ration such retail merchandise as 
shoes, hardware and all sorts of apparel 
and merchandise, as well as sugar and 
critical food“ supplies. 

Shortages in critical raw materials 
necessary to the war effort made this 
action necessary. Civilians are going to 
have to do without to make these ma- 
terials available for war needs. How 
widely he may decide to exercise the au- 


thority probably is more than Mr. Hen- 
derson knows at this time. 

Allocation of materials and other sup- 
plies for war production will be adminis- 
tered as usual within the WPB under 
the existing priorities system. 

* + * 
MANUFACTURERS of rubber soles 
and heels were asked recently by OPA 
not to make any sales of new stock 
without consulting OPA or receiving 
notice to proceed from that office. OPA 
says that this is necessary because manu- 
facturers will be forced to revise their 
lines in view of the new restrictions on 
crude rubber processing, and to forestall 


a chaotic price condition, resulting from 
changes in production. 
= ~ = 


SHOE manufacturers are requested to 
submit to OPA, in duplicate, copies of 
their proposed price lists and discount 
schedules before quoting any price oF 
publishing or releasing any price lists to 
the trade. 


related price information. This is te 
avoid any possible confusion regarding 
prices which should apply to items on 
which physical data is reported. 
— ” = 

HEREAFTER shoe eyelets will be made 
of lacquered metal instead of brass. 
The WPB says that enough brass to 
make a million artillery shell cases a 
year will be saved by this substitution. 

The order provides that after March 
31, no copper may be used in the 
manufacture of shoe findings. During 
the first quarter of 1942, no greater num- 
ber of eyelets may be made than will 
be necessary to fill orders for deliveries 
before April 1. Use of copper during 
the period is also limited. 


* * * 
REGULATIONS and instructions for 
the protection ef patrons and employees 
of department stores and larger specialty 
stores, in the event of an emergency. 
have been announced by the Office of 
Civilian Defense. The regulations fix 
the responsibility of store owners for 
the protection of patrons and personnel 
during a black-out, during an air raid, 
in the event of a direct hit, and for the 
evacuation of the building. 

The duties of building wardens, floor 
wardens, fire watchers, and those in 
charge of heating, plumbing, gas_ and 
ventilating systems, elevators and esca- 
lators, messengers and first aid service, 
and methods of communication, are 
described. The regulations will be pub- 
lished in pamphlet form for distribution 
throughout the United States. 

The Retail Committee for Civilian De- 
fense conferred with OCD in promulgat- 
ing the regulations. The membership of 
the Committee is as follows: George 
Plant, National Retail Dry Goods As- 
sociation, New York; John Cogan, R. H. 
Macy and Co., New York; Harold R. 
Young, National Retail Dry Goods As- 
sociation, Washington; J. McFee, Hutz- 
ler Brothers, Baltimore, and George P. 
Gable, William S. Gable, Co., Altoona. 
Pa. 

» i 


Ilustration on right hand page is a re- 

production of the largest photomural in 

the worid, installed immediately follow- 

ing Pearl Harber in the main concourse 

of Grand Central Station, New York, 

where it is an inspiration daily to thou- 
sands of travelers. 
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Forms sent out by OPA re 
quire the furnishing of physicial data 
for each brand and grade, covered in the = 
proposed lists, together with specifically 
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Mrs. Ameriea 
Is Ready 
To Serve ... 


To Every Branch of Civilian Defense 
Work, American Women Have Been 
Thronging to Offer Their Services. 
Some Will Do Their Work in Uniforms. 
More Will Do It in Their Own Plain 
Tailored Suits or Slacks Suits. On 
These and the Following Pages You 
Will See Illustrations of All These 
Types of Costumes. 


Official Office of Civilian De- 
fense uniform in Defense Blue 
Cotton denim for outdoor 
workers. Note the practical 
features in the collarless jacket, 
the capacious pockets and the 
side seams and inverted kick- 
pleat of the back of the skirt. 
The belt gives a look of mili- 


tary trimness and precision. 


. rae For the 100,000 defense volunteers to 

This air raid shelter suit in Calcutta water-repellent be trained es nurses’ aides by the 
gabardine suggests many types of overalls ard slacks American Red Cross, this uniform has 
suits which will be worn by women in active defense been designed to be both practical and 
jobs. Note the over-the-shoulder air warden’s bag. Pho- becoming. The training project hes 
tograph courtesy of Lord & Taylor, New York. been designed to prevent « shortage 

in civilian hospitals and health agen- 


cies during the present emergency. 





STARTING slowly in defense-minded centers, the wo- 


men’s defense service movement, which suddenly 


sprang into national importance with the December 
7th attack on Pearl Harbor, is gathering increasing 
momentum. The day after Pearl Harbor women began 
to pour into the regional offices of the Office of Civilian 
Defense; into the local chapters of the American Red 
Cross; into the various offices of the American Wo- 
men’s Voluntary Services. Figures like the following 
tell their own story: 1,700,000 women were enrolled in 
1941 in the volunteer special services of the American 
Red Cross. After December 7th one million more 
names were added to this list. In the American Wo- 
men’s Voluntary Services the number of women regis- 
tered in New York City prior to December 7th was 
25,000. After Pearl Harbor, the number went up to a 
total of 62,000 New York women enrolled for defense 
work and training courses in defense work. The police 
precincts have been enrolling women, as well as men, 
for air raid warden duties. Everywhere there is a 
fervent desire to be useful. 

“What can / do? What can / do?” is the cry of girls 
and grandmas, housewives, mothers and business wo- 
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A one-piece dress is the authorized uniform for office 
workers of the OCD. This dress is of light-weight rayon 
and acetate mixture of gray and Defense Blue. The 
breast pockets have loose edges and deep flaps. The 
bodice has a deep back pleat. The skirt has seven gores. 





men. They are finding there is plenty they can do and 
learn to do. Classes for air raid wardens and nurses’ 
aides, in canteen cooking and First Aid, in motor me- 
chanics, in the care of children . . . in anything and 
everything, seemingly, that might be valuable for wo- 
men to know in time of emergency. More recently, the 
colleges and universities and technical schools have 
begun opening classes to give women technical training 
in radio, drafting, weather forecasting, etc. Business 
organizations, college clubs, etc., have been giving their 
employees and members the opportunity of attending 
First Aid classes under their auspices. 


Who Should Weer a Uniform? 


The question of uniforms for these millions has be- 
come more than a question of what styles, materials 
and colors for what kinds of jobs. Every one of the 
three major organizations for women’s volunteer work 
has several different uniforms. You will see some of 
them on these and the following pages: The real prob- 
lem now is to limit the wearing of uniforms to women 
who are doing serious defense work where the func- 
tional efficiency of a uniform or the protection by iden- 
tification with an organization are needed. 
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This is the new Summer uniform for the volunteer Motor 
Corps of the American Red Cross. Made of lightweight 
green material, this smart suit has a skirt instead of the 
breeches of the Winter outfit. Oxfords replace boots for 


warm weather wear. A smart service uniform. 





Suits for Defense Workers 


Suits, not uniforms, are what most women war work- 
ers should wear. Suits are number one fashion news 
this Spring. Tailored suits are coming back very 
strongly. Trouser suits . . . the tailored 1942 version of 
the slacks suits . . . will be the ideal costume for women 


in very active work. 


Keep Them Feminine 


But with all these smartly tailored working clothes, 
let’s help the women to remember that pretty feminine 
clothes are still needed for after working hours. As 
somebody said recently, nobody wants to take a com- 
pany sergeant out to dinner, no matter how dashing 
and becoming her uniform may be to her. In the last 
war women learned that pretty clothes had a real con- 
tribution to make to the war effort and they dressed 
with unusual care and charm for their off-duty hours. 
The sooner they learn the same lesson in this war the 
better. So get out your prettiest pumps and sandals 
and sell them as the second shoe for every defense 
worker's wardrobe, the shoe to put on when the sturdy 
walking or casual shoe is taken off for the day. As for 
those sturdy working shoes, we have more to say about 
them on the pages following. 






























SHOES for SERVICE 
On the WORK FRONT 


WORK shoes to equip workers in American defense 
industries have their place in the country’s victory pro- 
gram and in the selling program of America’s shoe re- 
tailers. For, the feet of American workers must be 
fitted properly to help insure the health and comfort 
and to contribute to the efficiency of the men who are 
making the tools for our fighting men. And that re- 
sponsibility lies largely with the retail shoe merchant 
and retail shoe depaftment. 

That work shoes provide extra business and that 
they fit into the retail shoe merchandising picture of 
1942 is seen in a study’of the work shoe selling picture 


Left to right: A tan calf blucher 
oxford with safety toe and arch 
comfort features, International 
Shoe Co. The next three shoes, 
all from the O’Donnell Shoe Co., 
have the new “Conductive” sole 
feature which grounds body 
static electricity and thus makes 
them particularly adaptable for 
wear in plants where a spark 
might result in an explosion. 
The first is a straight tip, black 
calf blucher; the second is a 
brown calf moccasin toe. These 
two are for foremen and inspec- 
tors. The third, a sandal, is for 
wear by visitors to plants. Net, 
is a Boy Scout shoe which, be- 
cause of its comfort features 
and its composition rubber sole, 
is particularly adaptable for 
work shoe use. From Brown 
Shoe Co. Women, too, have their 
place in industry these’ days. 
This shoe is a non-metallic oz- 
ford with a composition sole and 
a plastic toe cap that, while not 
as strong as the steel cap, pro- 
tects the foot from any ordinary 
weight falling on it. From 
Brown Shoe Co. 


in the important Chicago defense production area. A 
survey reveals that work shoes are sold in retail family 
shoe stores, in popular priced men’s shoe stores, in the 
regular men’s shoe departments in downtown depart- 
ment stores, in basement shoe and clothing departments 
of downtown department stores, in army stores (many 
of which have extensive shoe departments) and, finally, 
in commissaries operated by factories and industrial 
plants. However, it is sales through the former chan- 
nels and not the latter two vehicles with which this 
article is concerned. 

During the past year sales of work shoes have in- 





Left to right: A rugged 8-inch 
waterproof shoe practical for 
outdoor use.where the wearer 
must work in water and mud, 
Chippewa Shoe Mfg. Co.; a 
dressier type shoe for industrial 
work with a_ steel safety toe, 
Brown Shoe Co; a heavy duty 
shoe for general work with an 
extra rubber outsole but no steel 
toe cap. Neat, a plain toe 
blucher with no toe cap. Both 
shoes from Endicott-Johnson. A 
dressier type shoe with steel toe 
cap and the new “Conductive” 
sole feature, International Shoe 
Co.; a@ steel toe, wooden aole 
shoe, used in industries where 
the wearer has extreme under- 
foot conditions to contend with, 
Reece, Wooden Sole Shoe Co. 


by BERNICE STEVENS 


creased materially in retail shoe outlets throughout the 
Chicago area. This has been true not only in the city 
of Chicago but has also been the case in stores in out- 
lying defense boom towns. It is interesting to note in 
passing that shoe stores in outlying towns have had to 
increase their stock of work shoes to supply not only 
defense. workers but farmers as well. Many of the 
smaller city department stores have created separate 
work clothing shops including shoes so that they can 


give special service to this branch of the business. 
Work shoes sold by the retail shoe merchant today 
are sold on the basis of proper and careful fit, on per- 
sonal service, and on quality, the tried and true selling 
principles for all other shoes. Shoe merchants find that 
fit is an especially important selling point and that by 
advertising fit and size range they are bringing the 
work shoe business right into their stores. Customers 
[TURN TO PAGE 58, PLEASE} 


America Maintains an Army—Several Millions Strong—One That Will 
Not Fire a Gun but Will Provide the Vitally Essential Equipment for 
the Army in the Field. Their Foot Needs—"Shoes for the Job"—Are 


an important and Necessary Consideration. 








“Will production be curtailed? I don’t know. It de- 

pends on imports and that’s up to the Navy.”—Major 

Joseplr W. Byron before the annual meeting of the 
New England Shoe and Leather Association. 


MORE than 600 members and guests who, on Jan. 28, 
attended the annual meeting of the New England Shoe 
and Leather Association at the Copley Plaza Hotel in 
Boston, were told by representatives of the War Pro- 
duction Board, the Army and the Navy that the pres- 
ent government program, insofar as it affects the shoe 
and leather industry, lines up about as follows: 

Commencing in May of this year the industry will 
be asked to step up its production of army shoes to 
about 2,500,000 pairs per month and to maintain that 
level unless the course of the war makes it necessary to 
have an even larger army than that now contemplated, 
in which case the production of shoes must show a 
corresponding increase. 

The leather shoe procurement program of the Army, 
from now on concerns itself almost entirely with the 
buying of service shoes: The originally announced in- 
tention of buying half a million pairs of garrison ox- 
fords in June and repeating in July, August and Sep- 
tember has been changed. The program has been can- 
celled; there will be no more letting of contracts for the 
manufacture of this type of footwear. This should “un- 
freeze” many millions of square feet of so-called “dress 
side leather” which has been used in the uppers of 
these shoes, as well as a corresponding quantity of sole 
leather. 

Despite this apparent easing of a tight condition, the 
overall needs of the government are such that in the 


26 


Two anda Half 


Major Joseph W. Byron and Army and Navy 
Officers Tell New England Shoe and Leather 
Association What Government Will Expect at 
Annual Meeting in Boston—Announced Plans to 
Purchase Garrison Oxfords Are Cancelled, as . 
Army Concentrates Procurement Program on 
Service Shoes—To Allocate Heavier Sole Leather 
for Army Shoe Manufacturer—Louis H. Salvage 


Again Heads New England Association. 


“Any fear on the part of shoe manufacturers as to 
shortage of materials will be dispelled soon.”—Com- 
mander F. P. Delahanty of the United States Navy. 
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Million Pairs of 
Army Shoes 
Monthly by May 


field of upper leather, consumption has stepped up from 
6,000,000 to 10,000,000 square feet per month and will 
probably reach 12,000,000 to 14,000,000. 

In the field of sole leather, Washington will soon 
issue a three-part order requiring that manufacturers 
with an inventory, of 814-iron outer soles and from 5 to 
74-iron innersoles shall (a) put them to use as part 
of shoes for military use, or (b) report their owner- 
ship so that this material may be turned over to manu- 
facturers who will make military shoes, or (c) sell them 
to the government which will put this material into a 
reserve stockpile. 

The hoarding of shoes—building up of inventories 



















Louis H. Salvage, re-elected president of the New 
England Shoe and Leather Association, consults his 
notes—reveals that $10,000 have been set aside to 


further the campaign against unjust cancellations. 











larger than those warranted by seasonal business pros- 
pects—is to be discouraged. 

Guest speakers of the evening were Commander F. P. 
Delahanty, Assistant Chief of the Bureau of Supplies 
and Accounts, United States Navy; A..J. Spring, shoe 
advisor to the Quartermaster General, United States 
Army, who read a prepared speech by Brigadier Gen- 
eral C. L. Corbin, Chief of the Supply Division in the 
office of the Quartermaster General, who was unable 
to attend the meeting because of illness; and the in- 
dustry’s own Major Joseph W. Byron, chief of the 
Leather and Shoe Division, War Production Board. 

Much of the program already detailed was an- 
nounced by Major Byron, although it was Mr. Spring, 
formerly an executive of the J. C. Penney Company, 
who told of the decision to cease buying garrison ox- 
fords and of the contemplated step-up in the produc- 





















tion of service shoes. 

Commander Delahanty discussed the technique em- 
ployed in buying navy shoes, described the specifica- 
tions to which they are made and stated that the naval 
expansion program makes it necessary not only to pur- 









chase more shoes but to ask current contractors to in- 
crease production. Before the end of the fiscal year 
ending June 30, 1942, he revealed, the Navy will have 


“There will be no further letting of contracts on the received 550,000 pairs of high shoes and 1,230,000 


garrison oxford”—A. J. Spring, former J. C. Penney : . : : . :' a 
Go, aucelives ouch iiae Miia te dha alice af the pairs of low shoes; while for the fiscal year beginning 
Quartermaster General, United States Army. [TURN TO PAGE 42, PLEASE] 
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Priee Control Law—As It Affects You 


IT is difficult for anyone to comprehend global warfare 
and to reduce it to the simple terms of its effect upon 
the shoe store and the merchant within it. Step by step 
we are walking into something that has its effect upon 
everything we do. The first civilian step was the with- 
drawal of materials essential to war. Then, the with- 
drawal of factories and machine tools from civilian 
work. Now we face the next step—the price control 
law and the possibility of licensing every man in busi- 
ness. 

Of tremendous importance was the act by President 
Roosevelt on January 30th, signing the price control 
law. When he signed the law, he gave warning that 
the 110 per cent of parity limitation on agricultural 
products might endanger the price structure. Extremely 
broad authority is delegated to the Price Administrator 
by the Act for the control of prices, but no provision is 
made for control over wages. He evidently found it 
unnecessary to warn industry and retailing because the 
machinery of compulsion, regulation and control is 
much easier to enforce in the field of commodities. 

Before we digest the law for its effect upon you, let 
us illuminate the price picture with a few examples: 
Just suppose Price Administrator Henderson freezes 
all retail prices as of Oct. 1, 1941—which he can do 
with the stroke of a pen. He has done it in other in- 
dustries and he might superimpose the pattern on us. 
Well, all those stores that continued to hold themselves 
in the straitjacket of fixed prices—$1.98, $2.98, $3.98, 
$6.50, etc.—will find themselves with no margin of cost- 
tolerances. They must continue to buy at a cost price 
that can only mean a reduction of quality—for, even 
if you fix (by law) the price of hides, skins and leather, 
you have so many ingredients, plus wages, going into 
shoes that costs will mount, notwithstanding. 

Fortunate indeed is the major chain that started in- 
creasing prices eighteen months ago, a nickel at a time, 
to the point where today’s prices are 16 per cent above 
what they were at the beginning. A few, but not many 
lines, raised their prices 8 to 10 per cent even though 
costs had increased far beyond that point. Most every- 
body wanted to believe that increased volume would 
compensate for increased costs. That may have been 
true in *4] and the month of January in ’42—but what 
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will happen in case price control is retroactive to Octo- 
ber first? 

Make no mistake about it, the Sword of Damocles is 
suspended over the shoe business in all its parts. There 
will continue to be shoe factories and shoe stores but 
the big question is: “Can they live under stringent price 
control?” If they cut out the frills, reduce costs of dis- 
tribution, buy better and sell better, they may make a 
living for the individuals within the stores and the busi- 
nesses—but they cannot hope to make much net profit. 
Taking a long range view—the idea of checking infla- 
tion is desirable for both war and post war inventories 
but with “deuces wild” in agriculture and wages, there 
is a possibility of profitless pressure on all civilian com- 
modities—shoes included. But that’s the way they fight 
wars today—every shoe is a bullet, every shoe fitter a 
participant in the war. 

We have a feeling that the price control law will 
eventually have to be administered on the basis of 


_anti-profiteering with a fair price clause limiting excess 


profits in areas not covered by maximum prices. Such 
a clause transfers the responsbility for a reasonable 
amount of profit from the Price Administrator to the 
conscience of the seller. When a maximum price is 
fixed for one commodity alone, there is always tacit 
encouragement for all other prices to move as quickly 
as possible before the finger is pointed. Maybe in his 
wisdom, Price Administrator Henderson will utilize 
the idea of a fair price clause as a patriotic prohibitor 
of excesses in commodities that are not as measurable 
as sugar, flour, coffee, etc., for remember, shoes are so 
diversified in ingredients and price that they represent 
every possible need of man, woman and child for foot 
covering made from every possible material and sub- 
stance. 

Let’s interpret the price control law as that document 
now stands and keep our fingers crossed: 

Leon Henderson will continue as Price Administra- 
tor, and all ceilings, including those over shoes, leather, 
hides and skins will be formalized by re-issuance with 
only minor changes. Mr. Henderson is given the power 
to prohibit manipulation, speculation and hoarding. It 
is his discretion which determines whether prices are 

[TURN TO PAGE 63, PLEASE] 
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ARCH PRESERVERS 


to help them do it! 


@ Shoes to fit the job and times! That’s what America’s 


women are demanding these days! That foretells 
NORDYKE 


greater demand for these serviceable type Arch 
Preserver Shoes and calls for a revision of your 
stock lists to include a wide variety of styles, sizes 
and materials. It’s profitable business and you'll 


get your share if you stock Arch Preservers heavily. 
Write or Wire Collect for Details 


THE SELBY SHOE COMPANY 
PORTSMOUTH, OHIO 


New York Office: 3120 Empire State Building 
New York Retail Store: 5th Avenue and 38th Street LONDON 
IN CANADA, Murray-Selby, Ud., London, Ont. . . . IN ENGLAND, Selby Jo 
Shees, itd., London . . . IN AUSTRALIA, Selby Shoes, (Aust.) Ud., Sydney 
. IN NEW ZEALAND, Swinton & Ootes, itd., Auckiond . . . Junior Arch 
Preservers by Green Shoe Manufacturing Company, Boston, Massochusetts “THEY'RE SO EASY TO WEAR” 
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Sells 60 Per Cent of Work Shoes 
To WOMEN Customers 


Herman Rubin, basement shoe buyer for Stix, Baer & Fuller, St. Louis, is here shown 
fitting a customer with a 9\4B police shoe. Careful fitting has been an important 
factor in building up this department’s successful work shoe business. ; 


WORK shoes logically belong in the “family” type of 
department store, according to Herman Rubin, base- 
ment shoe buyer for Stix, Baer & Fuller department 
store, St. Louis, who, during the, past two years has 
built up a solid volume of work shoe sales—60 per cent 
of which are to women. 

“Many department store footwear retailers feel that 
work shoes are out of place, because the working man 
is most likely to buy his shoes late in the evening from 
neighborhood shops,” Mr. Rubin explains. “However, 
we have found it true that women whose husbands carry 
charge accounts with our store buy a tremendous 
amount of these shoes, actually 60 per cent of them. 
Almost every sale is to a charge-account customer, and 
one who knows that we provide better service than she 
is likely to get elsewhere. Therefore, there is actually 
no reason why she should shop anywhere else.” 

Mr. Rubin has built Stix’s work shoe volume on the 
basis of complete fitting service. There are no “hand- 
outs” sold—work shoes are all fitted carefully, on the 
basis that the average customer doesn’t know exactly 
what he wears. Therefore, to back up this theme, Stix, 
Baer & Fuller carries work shoes at $4, $5, and $6, in 
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a complete size range. Those over $5 are sold in B, C, 
and D widths and in three weights, from light through 
medium to heavy weight. Mr. Rubin has found that 
dozens of customers did not know there were varying 
weights of work shoes until the department told them 
so, and that factory workers were wearing heavy shoes 
Department 
salespeople thus sell scores of working men who “didn’t 


made for outdoor men, and vice versa. 


know the difference.” 
Particularly concerned at present are thousands of 
defense workers, many of whom never wore a work 
shoe before, and simply were lost as to what to buy. 
[TURN TO PAGE 38, PLEASE] 


St. Louis Department Store Makes 
It Easy for Them to Buy for Hus- 
bands and Charge Accounts Help 


to Build Volume. 
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defense-minded Americans. . . 


~ 


want sturdy, comfortable shoes 


HEALTH SPOT SHOES ARE “MADE-TO-ORDER” 


FOR THIS DEMAND ... 


by virture of their remarkable construction .designed to give 


MORE COMFORT and MORE SERVICE 


The Health Spot Last is shaped like the bottom of the nor- 


mal foot. 


The thick, mellow patented Health Spot Insole, shaped like 
the bottom of the normal foot, gives protection against hard 
walking surfaces. (Pat. No. 1,850,977) 


The Health Spot Insole and patented Health Spot Wedge 
gently supports the inner curve of the heel and inner arch. 
(Pat. No. 1,916,198) 


The patented Health Spot Shank Support provides strength 
where it is needed along outer side of foot from heel to ball. 
(Pat. No. 2,150,779) 


The patented Health Spot Wedge (between outsole and 
insole). supports inner corner of heel. (Pat. No. 1.916.198) * 


MUSEBECK SHOE COMPANY 


DANVILLE, ILLINOIS 


HEALTH SPOT SHOES FOR MEN, WOMEN AND CHILDREN 
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OTHER PEOPLE’S 


Friends and More Friends 


Proprietor Joseph L. Schafer of 
Schafer’s Bootery, Rochester, New 
York, recently commented to us 
about the retail shoe business, as fol- 
lows: 


“Friends, both old and new, are the 
greatest asset of a shoe store, and our 
efforts are always directed towards 
making more friends. A small gift is 
the most effective way to do that. 

“For instance, there are many Bingo 
parties in the vicinity, and customers 
frequently stop at the store before go- 
ing to them. I keep a stock of adver- 
tising pencils on hand for just such 
occasions. ‘Take this pencil to keep 
your score,’ I tell them, ‘maybe it will 
bring you luck.’ They remember that 
all through the game and, if they win, 
we get some of the credit. 

“Always send your customers away 
with a smile. Remember that it is the 
little things that count.” 

- 7 » 


Does Your Ad Say, BUY! 


Many shoe retailers spend hours on 
end planning their ads so that they 
will look as beautiful as any in the 
paper—as beautiful as the local de- 
partment stores’ ads, but in a much 
smaller space—something that it is 
very difficult to do. Of course, we be- 
lieve that many retailers are working 
under an illusion when they believe 
that just because an ad is beautiful it 
will sell shoes. 


We believe that the thing a cus- 
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tomer looks for in an ad is a picture 
of the shoe that shows the details 
clearly, assurances that the store has 
ample stocks and sizes, a fair price, 
and a timely style that the customer 
will want on that day. 

And don’t forget to make your ads 
appeal directly to the customer. Sub- 
consciously most customers are lazy 
about coming in for shoes. So don’t 
appeal to them as casual acquaint- 
ances. Ask them te come in and buy 
a pair of shoes—they are a bargain 
—and if they don’t come in right away, 
they will be out of luck. 

Take a look at the accompanying ad 
sent in by Sid Weber of Janesville,- 


Wisconsin. If that doesn’t appeal to — 
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the customer directly to come in and 
buy a pair of rubbers or overshoes, I'll 


eat my hat! 
x * * 


Spring in the Air, Tra, La! 


Spring styles were recently intro- 
duced by the Second Fioor Shoe De- 
partment of O’Connor, Moffatt, of San 
Francisco, by a catchy little verse. 

Used both in newspaper space and 
over the radio by “Connie Moffatt,” 
the store’s ‘stylist, in her concentrated 
promotion on three styles—a resort 
casual, a business shoe and a dancing 
sandal—the verse goes: 

“With Spring in our hearts .. . 

and Spring in our step, 

Let’s face the world with pride! 
With resolution to do our bit . . . 
to take it all in our stride!” 

x a * 


One Way to Help Win 


The following idea is expressed by 
Edward Bill in the January 15th issue 
of Sales Management. It is an impor- 
tant uplift to consumer morale: 


“There are 1,770,355 retail mer- 
chants in this country. Suppose each 
store has only 10 customers per day 
(absurdly small isn’t it?)—and that 
the salesmen waiting on these 17,703,- 
550 customers expressed attitudes 
such as these: ‘I don’t know when we 
will have any more of this product.’ 
‘No ships are bringing in the stuff 
used in its manufacture—and, besides, 
the Government won’t let them make 
it.’ “It’s getting worse and worse each 
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IDEAS 


by JOHN F. W. ANDERSON 


day, and I don’t know what's going to 
happen.” 

“If talk like that becomes wide- 
.pread—and it easily may happen— 
the Axis powers have the equivalent 
of an effective Fifth Column working 
for them. 

“But what if these merchants and 
clerks have the optimistic slant—the 
slant that breeds courage and confi- 
dence—that says: ‘Yes, we have some- 
thing almost like that—I think you 
will like it. Remarkable how we have 
-o many things now when we have to 
build so much equipment for the boys 
on the fighting line. No other country 
but ours can do it’.” 

> * * 


“Interpreting the good neighbor 
policy ... The South American Way 
. with big, saucy platform soles.” 

(Arlace, Boston) 
* a. * 


The Customer Wants to Know 


Most customers understand that 
shoe prices have gone up five, ten, or 
twenty per cent for a definite reason 

- shoes now cost more to manufac- 
turer. But, don’t forget that many 
customers are always wary of any 
price rise. They suspect the store of 
profiteering at the customer’s expense. 
For these cases, we suggest that the 
retailer be prepared to tell his cus- 
tomers just why the price of shoes has 
gone up, and why the price has gone 
up just so much. We suggest that he 
find out from the manufacturer of his 
shoes or his salesman how much the 
different ingredients in his shoes have 
gone up so that he can analize the rise 
in costs to his own and his customers’ 
complete satisfaction. 

+ * 7. 


Spring Is Just Around the 
Corner 


Nothing is quite so discouraging as 
to walk into a store on one of the first 
days of Spring and see Winter’s gloom 
still hanging from the ceiling. House- 
keepers get their homes ready for 
Spring with a thorough all-out house- 
cleaning—why shouldn't storekeep- 
ers? 

Start plans now on a _ beautiful. 
cheerful window display to be placed 
in the window on the first day of 
Spring. Take a look around your 
store—give it a good cleaning from 
top to bottom, from threshold to stock 
room. Pick the broken boxes out of 
the stock shelves; pull down the old 
and worn display signs and bundle 
them up for the salvage man. Take a 
look at the sign over your door—do 
you need a new one? Do you need to 
paint your presént one? Has the bot- 
tom of your front door been kicked 
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and marked by many shoes? Repaint 
the interior if necessary, if not, touch 
up here and there with a paint brush. 
Take a look at your carpets and see 
if you need new ones or can get by 
with a good dry cleaning of your pres- 
ent coverings. If you believe that you 
have checked everything, call in that 
housekeeper. I'll bet she finds many 

a spot that you have missed. 
Remember your store is your busi- 
ness, your livelihood, your investment 
—make it look better than your next 
door neighbor’s. 
a. 


+7 + 


One More Suggestion 


Manager Robert Veach of Flagg 
Bros.’ downtown St. Louis storé has 
found that there is a substantial extra 
sale opportunity tied in with the new 
tooled leather shoe styles for men 
and that is to suggest a tooled leather 





Help the 


Red Cross Drive 


By Buying 


Red Cross 


Shoes 


For Women 


For 10 Days Only 
January 10th to 20th 


Help the 


Red Cross Drive 


By Buying 


RED CROSS SHOES 
SIDNEY’S 


700 Central Ave. 











A double-barreled sale — for 
Sidney’s and the American Red 
in Hot 


belt as an accessory to those men who 
seem acutely style conscious. 

Along with his stock of tooled 
shoes, Mr. Veach now keeps a stock 
of tooled leather belts in prices from 
one to two dollars. They are shown 
on a chrome display hanger at the 
front of the store with a working stock 
being kept near the shoe stock shelves. 
Salesmen are instructed to “appraise” 
every customer closely when he asks 
to see the tooled leather shoes. If he 
looks like a likely prospect, the sales- 
man picks up one of the belts when 
he is at the stock shelves, rolls it up 
and inserts it in the odd shoe of the 
pair brought out. After trying one 
shoe on the customer, the salesman 
brings forth the belt of similar tooled 
pattern. Many men buy both at once. 

ae 


Be Prepared 


Until the government can develop 
new sources of rubber, we are faced 
with a serious situation in regard to 
rubber footwear. We suggest: 

That you recommend to your cus- 
tomers that they do not buy rubber 
footwear until their present supply is 
worn out. 

That they carefully take care of 
their new rubber footwear to prolong 
their life to the fullest. 

That you stock a supply of water- 
proofed leather footwear or buy water- 
proofing materials to apply to cus- 
tomers regular footwear on request. 

ee ie 


Important Dates in February 


February is the month to clear the 
store of last season’s shoes and get 
ready for Spring selling. Most mer- 
chants will that it isn’t profitable 
to hold merchandise over to the next 
season. Lack of turnover quickly 
minimizes the best mark-up. February 
is a good month to advertise exten- 
sively and bring out the clearance 
table to move merchandise at a low 
price. Remember, Spring begins early 
this year. 

Boy Scout Week—February 6 
through 13. Of increasing significance 
because Boy Scouts are being used 
more and more in Civilian Defense 
activities. 

Abraham Lincoln’s Birthday—Feb- 
ruary 12. Useful for a special one 
day promotion. 

National Defense Week—February 
12-22. (More so than other weeks? ) 

St. Valentine’s Day—February 14. 
Comes on Saturday this year. You 
might suggest a pair of silk stockings 
or evehing slippers for husbands to 
give their wives. A letter to your 
mailing list will be a useful reminder. 

Washington’s Birthday — February 
22. Monday the 23rd is a holiday. 
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Made His Shoe Store 
A Fashion Center 


H. B. Hostetter, Head of the Lindell Store, Jacksonville, Fica., 


Believes Every Store Should be Built Around Some Idea and 


so has made His Store a Focal Point of Style-Conscious Women 


H. B. HOSTETTER 


Twenty-nine year old president of Lindell’s, 
Jacksonville, Fla. 


Attractive interior of Lindell’s shoe store, in Jacksonville, Fla., a shop that specializes in smart 
styles for women. 


“LINDELL’S? I go there because of the styles.” 

Thus one business girl to another, as they talk over 
the shoe problem. 

Years of effort and painstaking devotion to one guid- 
ing principle are behind that remark. Years*of living 
up to the Lindell slogan of “Make Your Store a Fashion 
Center,” and years of fixing that fact in the public mind. 

Every store is built around some central idea, believes 
H. B. Hostetter, Indiana-born, 29-year-old president of 
the corporation which operates Lindell’s at 115 West 
Adams Street in Jacksonville, Fla. 

“The soundness of the central idea determines the 
degree of success achieved by the business,” he says. 
“In our case, the fashion angle has proved itself as 
having definite and lasting value.” 

The store is located in a high rental district, and both 
interior and exterior are kept abreast of the times 
through remodeling and rearrangement. This does not 
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mean higher prices for the customer, since the store 
handles standard brands only, at the usual prices, but 
indicates that the fashion center idea cannot be success- 
fully put into practice unless location and appealing sur- 
roundings are taken into account. 

“Our location, as well as our system of never letting 
the store become shabby, bring in new business all the 
time,” says Mr. Hostetter, who is manager of the store 
in addition to his corporation duties. “When customers 
come in, we want them to find what they have always 
found here—an appealing atmosphere that makes shoe- 
buying a pleasure instead of a chore.” 


COUPLED with location and layout is the firm’s policy 
of tying its advertising to national shoe advertising. 
Readers of well-known national magazines generally 
find the shoes they have seen pictured there spotted in 

[TURN TO PAGE 59, PLEASE] 
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be ae of 
NDUSTRIAL EXPLOSIONS 


FROM STATIC ELECTRICITY 


O'DONNELL CONDUCTIVE SHOES 


(PATENT NUMBER 2,261,072) 





The danger of the explosion of gases, dusts, or materials 
when ignited by a spark caused by body static electricity 
is minimized by grounding the body through the feet. 

This is done by the O'Donnell Conductive Shoe. This shve 
has an entirely special construction with a safety factor far 
greater than is necessary to establish conductivity. 


The other protective fagtors wanted in industrial footwear 
are embodied in the O'Donnell construction as well as a strict 
regard for foot comfort. 


All O'Donnell Conductive Shoes are individually tested at 
the factory and these shoes retain their conductivity. 








Cu rductive 
sar. is) passed, 





There are different styles of O'Donne!l Conductive Shoes 
available for both men and women. 


Prices and other data on request. 





WARNING NOTICE 
TO MANUFACTURERS AND Dz1i=2s 


O'Donnell Conductive Shoes are manufactured under P>’ent No 
2,261,072. Patent infringement by manufacturers o¢ declers sale With O'Donnell Conductive 
.of shoes infringing such potent will be vigorousiy ,-c-ecuted = - Shoes body is grounded, taking 
the O'Dennell Shoe Company. | off static spark. 


O'DONNELL SHOE COMPANY 


CONDUCTIVE SHOE DIVISION 
HUMBOLDT, : TENN. NEW YORK HEADQUARTERS: 906 MARBRIDGE BLDG. 
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Walker T. Dickerson, president of the shoe manufactur- 
ing firm which bears his name, and his grandson, Owen 
H. Dickerson. 


Grandson of Head of Walker T. Dickerson Co., Columbus, Ohio, to Join 
Firm After College, Represents Sixth Generation of Family Since Adoption 
of U. S. Constitution 


THE Walker T. Dickerson Company in Columbus, Ohio, 


will one day be a grandfather and grandson organiza- 
tion. Eager to be associated in the business with 
Walker T. Dickerson, president, is his only grandchild, 
Owen Haltom Dickerson. 
_ Owen’s father was also in the shoe business. He trav- 
eled for the P. Sullivan Company before the First 
World War, in which he lost his life. Michigan, Wis- 
consin, Minnesota and Iowa-were his territory. Owen, 
who still attends the College of Commerce of Ohio State 
University, is anxious to get into the shoe business and 
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to follow in the footsteps of his father and his grand- 
father. 

Owen represents the sixth generation of the Dicker- 
son family since the formulation and adoption of the 
Constitution of the United States in 1789. In the past 
five generations there has been only one son in each 
generation. ; : 

Walker. T. Dickerson’s grandfather was born in 1806 
and passed away in 1902. Thus Mr. Dickerson has had 
contact with five generations of his family, represent- 
ing a period of 136 years in the history of the country. 
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OCCUPATIONAL FOOT 
TROUBLES 


Sweeping The Country Like An Epidemic . . . Millions Being 
Afflicted. A Serious Problem Facing All Defense Projects 





Problems on Government defense proj 


ts are multi- 
plying, the latest of which is the wi occur- 


rence of Occupational Foot Troubles among workers 
in all manner of industrial plants throughout the 


KNOW THE STORY BEHIND SUCH HEADLINES! 


GAPS IN THE LINE OF WORKERS—Men and women not reporting 
for work because their feet gave out—that is daily becoming a 
serious problem in America’s “all-out” defense-production 
schedule. Why? Because long hours of work after years of more 
or less inaction is taking its toll. Millions of men and women 
are suffering from excessive stress and strain from feet unused 
to sustained hard work. 


WHAT HAPPENS TO THEIR FEET? The most prevalent symptoms are 
weakened muscles and ligaments in the feet and legs, which al- 
low the arches to sag and fall. Tired, aching feeling follows as a 
rule; often rheumatic-like foot and leg pains; backaches, nervous 
exhaustion; nervous irritability—to say nothing of corns, cal- 
louses, bunions, etc. These conditions call for Dr. Scholl’s Arch 
Supports and other Dr. Scholl’s Foot Comfort Remedies. 





| DR. SCHOLLS FOOT COMFORT DEPARTMENT | 


Aa at 


HOW TO TAKE ADVANTAGE OF THIS BIG DEMAND. As a result of 
this epidemic of Occupational Foot Troubles, sales of Dr. 
Scholl’s Arch Supports and Dr. Scholl’s Foot Comfort Remedies 
are breaking all records. Never has the need for relief been as 
acute and as great. Never has the means to satisfy the needs for 
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relief been made as easy for the masses in the past 15 years. 
Never has it been more important to you to cater to this demand. 
How? By constant display of Dr. Scholl’s in your window and 


. On your counter; by talking Dr. Scholl's to your customers; by 


featuring Dr. Scholl's in your advertising. 

Never in the past 15 years have we advertised Dr. Scholl's 
Aids for the feet as heavily as we are advertising them now! 
Alert Shoe Dealers are cashing in handsomely on this flood of 
demand. ARE YOU? NOW IS THE TIME! 


/ 1 MY 


FEATURE DR. SCHOLL’S FOOT-EAZER! For your customers suffering 
from tired, aching feet, rheumatic-like foot and leg pains and 
other symptoms of foot arch weakness, Dr. Scholl’s FOOT- 
EAZER and exercise give quick relief. Largest-selling Arch 
Support in the world. 


ORDER AT ONCE BEFORE OUR PRESENT SUPPLY IS EXHAUSTED. MATERIAL 
SHORTAGES ARE BECOMING MORE AND MORE ACUTE. ACT QUICKLY! 


THE SCHOLL MFG. CO., Inc. 
Largest Institution in the World Devoted Exclusively to Foot Care 


213 W. Schiller St., Chicage 62 W. 14th St., New Yerl. 
*Trade Mark Reg. U. 8. Pat. Off. 


VERY a [1 ky 


FOOT COMFORT REMEDIES, 
APPLIANCES and ARCH SUPPORTS 


_ 





Spring Styles on‘the Runway at Northwestern Convention 


Footwear Fashion Parade was one of the highlights of 27th annual convention of the Northwestern Shoe Retailers Association 


in Minneapolis last month. 





Good Bases for Defense 


[CONTINUED FROM PAGE 23] 


tion. They are the housewives and 
mothers who are managing to squeeze 
hours of this extra work into their 
already full days. They need the best 
kinds of shoes, fitted with the greatest 
care, to carry them through their 
double duty lives.. Add to these the 
business women who are taking on 
these extra duties and who want to be 
smartly and comfortably shod more 
than ever before. 

Besides these two groups, you have 
the women who can give up all their 
time to volunteer defense work and 
the quantities of girls and women who 
will be going into defense factories. 
Some are already working in these 
factories. Many, many more will join 
them as time goes on. 


Comfort Is the Requisite 


In selling shoes to all these types of 
women, there are two ideas to have in 
mind. They are the same ideas you have 
always had . . . comfort and fit plus 
appearance. In this case, however, 
comfort and fit are of primary impor- 
tance. Never before has fit been quite 
so vital. It may make all the difference 
between an efficient worker and an in- 
efficient one. Women going into lower 
heel shoes will require careful study of 
their feet to ensure just the right 
height to make the change as easy as 
possible. The new stocking yarns ... 
the rayons and cottons . - . will make 
a difference in the fitting of shoes, 
also. Your big patriotic job of the 
year may be the propér fitting of wo- 
men engaged in defense work. 


You Have the Shoes 


Fortunately, never before have there 
have been so many women’s shoes so 
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ideally suited to give the greatest 
amount of comfort and wearing ser- 
vice. In the past few years develop- 
ments in tanning and shoe construc- 
tion have given the women’s shoe mar- 
ket sturdy, soft, flexible shoes such as 
we never had before. The variety of 
lasts, styles and heel heights makes it 
possible for every woman to have the 
shoe best suited to her foot and tastes. 
What’s more she has been educated in 
the past few seasons to like lower heels 
and sturdier walking types. And best 
of all, you have these shoes in your 
store ready for her to buy. You have 
the walking oxfords, ghillies and 
buckle monks on 9/8 to 15/8 and 16/8 
heels. You have the sturdy, closed 
casual shoes on low wedge heels, espe- 
cially suited for wear with slacks and 
overalls. 


Sells 60 Per Cent of 
Work Shoes to Women 


[CONTINUED FROM PAGE 30] 


“All salesmen know their business,” 
Mr. Rubin added. “They know what 
shoes to suggest to milk drivers, labor- 
ers, construction workers, etc., from 
studying their requirements in advance. 
For example, we have scores of railroad 
men, all now buying police shoes which 
we carry in full widths and weights, be- 
cause they answer the purpose admi- 
rably, and can be shined attractively. 
We find that if the customer is put on 
the right track, he is likely to come 
back to buy the next pair.” Suggested 
for defense jobs is an Army Munson 
last, in heavier types, with rubber and 
leather soles. 


If there is any secret of this store’s 
success in work shoe promotion, it is the 
fact that Mr. Rubin has made it easy 
for St. Louis women to buy them for 
husbands. Along with the file main- 
tained for dress shoe customers, which 
gives date of sale, name of customer 
and other information, with the size, 
last and price of the shoe, Mr. Rubin 
maintans a similar record on all work 
shoe sales. The file system on work 
models now is an active list of more 
than 500 customers, arranged in alpha- 
betical order for the convenience. of 
women customers. Thus, when a woman 
comes into the department, stating that 
her husband liked the last pair of work 
shoes purchased, it is easy to thumb 
through the index, select the proper size 
and last, and duplicate the order. Mr. 
Rubin has used no direct mail as yet, 
but he contemplates this in the future. 
Salesmen make it a point to apprise 
women purchasers of the fact that the 
list is used, thus creating a substantial 
amount of goodwill. 

With the emphasis on good work 
shoes, Stix, Baer & Fuller has also been 
aggressive with advertising and promo- 
tion. Whenever monthly store-wide 
sales are held. Mr. Rubin makes it a 
policy to include at least one work shoe 
in newspaper advertising. Whatever 
model is chosen is placed on sale at 10 
per cent off, largely as an introductory 
measure. This promotion is now al- 
most on a weekly basis, as St. Louis’ 
huge defense centers expand rapidly. 
The use of work shoe displays on the 
Sixth Street side of the store, where a 
large volume of workng people pass in 
the morning and evening hours, has 
proved to be a continuous source of cus- 
tomers. Invariably, Mr. Rubin has tied 
in work shoe displays with coveralls, 

[TURN TO PAGE 62, PLEASE} 
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Air Step Volunteers, the woman in war work has 
discovered, are the answer to her dual needs. 

Her strenuous On-to-Victory role demands “‘all- 
out” foot comfort. As always, the eternal feminine 
demands style in tune with the times. 

She gets both—in abundance—in Air Step Vol- 
unteers. For every trim Air Step shoe brings her a 
feature that will help keep her “‘fresh at five” — 
Air Step’s patented Magic Sole. 

The Magic Sole, at the same time, offers retail- 
ers a definite sales plus in shoes designed for this 
great new market. 

A complete Air Step Volunteers promotional 
package is available. Write us for the details. 


VOLUNTEERS by 





Shira Step 





To retail at $6.50 


February 7, 











Smart low-heeled styles with the sales plus of 
Air Step’s famous Magic Sole 


BRIGADE—m litary 
brown or black calf. 
14/8 heel. 


TROOPER—military 
brown calf. 14/8 
heel. 

ALERT—military 

brown or black calf, 

plain toe. 14/8 heel. SENTRY —russet calf. 
14/8 heel. 


D G 602-1—Nurse’s 
Oxford—washable 
kid, leather sole. 
12/8 heel. 


MAGIC SOLE COMFORT 


‘ = — peo _—— 

XN cus» Standing, walking, working... harder 

DG 608-1—Nere my and longer . . . women today need the 

Oxford — white comfort of the Magic Sole more than 

bucko, nap rubber ever. Its thousands of tiny air cells form 

sole. 12/8 heel. a resilient cushion that absorbs jolts to 
feet and jars to nerves. 











“ANGLE” TOE 


A walled forepart with oblique 
FRONT EFFECT 


Style 


Studio 


MARBRIDGE BLDG 
Ny City 


PLAIN PATTERNS are unusually attrac- 
tive over this angle toe last; essentially so 
because there is ample style in the wood 


combined with true fitting qualities. 


FITZ BROS. CO. T. W. GARDINER CO. EMPIRE LAST WORKS 
Auburn, Maine Lawrence, Mass. Rochester, N. Y. » Wis. 

UNITED LAST CO. STEWART & POTTER CO. KRENTLER BROS. CO. UNITED LAST CO. LTD. 
Brockton, Mass. Brooklyn, N. Y. St. Lowis, Mo. Montreal, P. Q. 


KRENTLER BROS. CO. 
Milwaukee 
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WHITE shoes are, as always, the favorite of American women 
In a season splashed with color, WHITE maintains both high fashion 
and volume sales appeal. Classic WHITE KID, in three finishes is the 
practical, feminine, beautiful leather for WHITE shoes. Standard Division 
suggests this KID trio be used for all-over shoes, white and black shoes 


relate Mm dalhicie oleLt-mm Abia Maal libel clasts Me ia-l*hisaliali 


WHITE CORDIGAN WHITE DOESKIN WHITE GLAZED KID 


STANDARD KID Dee 


tA, lied Kid ( binpant Y 


i oe 


Ow € Soston Massachusetts 
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Two and a Half Million Pairs Monthly 


[CONTINUED FROM PAGE 27] 


July 1, 1942, the Navy will need 862,000 pairs of high 
shoes, and 1,868,400 pairs of low shoes, all made of a 
good grade of calf leather. That’s what Pearl Harbor 
did, he commented: “We had 60,000 enlistments in 
the month following that affair. Any fear on the part 
of shoe manufacturers as to shortage of materials will 
be dispelled soon,” thus taking the edge off a later 
remark of Major Byron to the effect that curtailment 
of production in the shoe industry will be determined 
by the volume of hide imports which, he said, is “up 
to the Navy.” 

Major Byron said further that the government has a 
good stock pile of foreign hides on hand and confirmed 
recent trade reports of the shipment to Russia of Ameri- 
can sole leather. He answered a question as to the pos- 
sibility of style simplification by saying: “Maybe.” He 
warned against high blood pressure and “high greed 
pressure.” He added: “Regimentation isn’t so bad if 
you're in a good regiment.” 

In a brief report of association activities, read at the 
opening of the meeting by President Louis H. Salvage, 
it was pointed out that the association now has 225 
members, an increase of 50 over this time last year; 
that the association’s financial position is strong; that 
$10,000 has been set aside to finance the campaign 
against unreasonable cancellations and returns; that 
the annual June shoe show will be held as usual “unless 
all shows of this kind are banned by the government.” 

All association officers were re-elected for the year 
1942. They are: 

President—Louis H. Salvage, Louis H. Salvage Shoe 
Company, Manchester, N. H. 

Vice-Presidents—J. Franklin McElwain, J. F. McEI- 
wain Company, Nashua, N. H.; Charles T. Cahill, 
United Shoe Machinery Corp., Boston, Mass-; H. O. 


Rondeau, H. O. Rondeau Shoe Company, Farmington, 
N. H. 

Treasurer—James T. Gormley, Day-Gormley Leather 
Company, Boston, Mass. 

Executive Secretary—Maxwell Field, Boston. 

The following members were elected to the Board of 
Directors at this meeting: J. Edson Andrews, Gale 
Shoe Mfg. Co., North Adams, Mass.; A. W. Berkowitz, 
Bourque Shoe Company, Raymond, N. H.; T. Kenyon 
Holly, Holly Shoe Company, Littleton, N. H.; J. E- 
Rines, Geo. F. Carleton & Co., Inc., Haverhill, Mass.; 
Samuel Slosberg, Green Shoe Manufacturing Co., 
Boston, Mass.; Benjamin Stone, Stone-Tarlow Co., Inc., 
Brockton, Mass.; E. L. Wyman, United States Leather 
Co., Boston Mass. 

The following Directors were re-elected: Robert H. 
Adams, Charles Cushman Company, Auburn, Maine; 
Charles E. Allen, Allen-Squire Company, Spencer, 
Mass.; Stuart H. Armstrong, Wiley-Bickford-Sweet 
Corp., Worcester, Mass.; A. F. Bancroft, Bancroft 
Walker Company, Waltham, Mass.; William H. Bresna- 
han, Compo Shoe Machinery Corp., Boston, Mass.; 
L. M. Carroll, Norway Shoe Company, Norway, Maine; 
Daniel J. Danahy, H. H. Brown Shoe Co., Inc., Wor- 
cester, Mass.; John E. Daniels, John E. Daniels Leather 
Co., Boston, Mass.; Robert Goldstein, Plymouth Shoe 
Company, Middleboro, Mass.; C. Henry Jacobs, A. 
Jacobs & Sons Co., Inc., Lynn, Mass.; Roy T. Johan- 
son, Eagle Shoe Mfg. Company, Everett, Mass.; Joseph 
T. McCauley, Allied Kid Company, Boston, Mass.; 
S. N. Nectow, A. C. Lawrence Leather Co., Boston, 
Mass.; Thomas F. O’Byrne, Somerset Shoe Company, 
Skowhegan, Maine; Daniel E. Watson, Watson Cut 
Sole Company, Boston, Mass. 





Specialized Work Footwear Builds Sales Volume 


THROUGH steady emphasis on the merchandising 
slogan of “No Matter What Your Job—We Fit Your 
Foot” the John Snyder Company of Alton, Illinois, has 
created an outstanding volume of work shoe sales, most 
remarkable because no newspaper, direct mail or other 
form of promotion has ever been used. 

Approximately 3314% of the total shoe turnover is 
in work shoes, according to A. L. Wuellner, assistant 
manager of the Snyder Company, which is a small 
department store in the center of the Alton Industrial 
Area at Third and Piasa Streets. Customers of the 
store come from large.steel plants, brick kilns, chemical 
factories, coal mines, metal fabricating plants, and 
lately, from a vast chain of defense plants newly built 
or taken over by the government for essential war 
materials. Because of the varied occupations repre- 


42 


sented, and the need for safety shoes of all types, the 
John Snyder shoe department has patterned its mer- 
chandising program along the lines of complete stocks 
of work shoes to meet all problems, backing this up 
with good fitting methods. “ 
Work shoes are not subordinated to dress types in 
any way in the shoe department, according to Mr. 
Wuellner, who keeps displays of almost equal size of 
both types of footwear on display in the department 
and in store windows. The work shoe display, consist- 
ing of a long enclosure rail around the department, 
shows around 20 styles of work shoes at all times, each 
plainly price-tagged and its sole materials described on 
a small card. In the stock room are carried work shoes 
from $1.79 to $5.50, with a complete range of sizes in 
[TURN TO PAGE 44, PLEASE] 
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“UNITED WE STAND... 
DIVIDED WE FALL’ 


im 


No single individual or group of individuals has a 
corner on patriotism and a national loyalty. Unity 
means each and every one of us must put the safety 
of America above personal ambition, above class 
distinction, above sectionalism, above political party. 
—In short, above every other consideration but our 


Country—the United States of America. 


W. T. DICKERSON, President 


The Walker T. Dickerson 


COLUMBUS 
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THE MPORTAN name iW 
GOLF SHOES 





FREE CATALOG 


Write to G. H. BASS & CO. 
Dept. BS15, Wilton, Maine 


Now is the time to be sure 
_ shelves carry profit- 


mer sales. When you take 
stock . . . be sure you “‘take 
stock’’ of the name behind 
your golf shoes. Be sure 
the name is BASS SPORT- 
OCASINS. For that name — 
SPORTOCASINS — has a 
special — for almost 
every golfer, from pro to 
duffer. Sportocasins mean 
moccasin-comfort and smart 
style . . . a combination that 
sells shoes for you. Display 
these nationally advertised 
golf shoes for men and 
women and enjoy extra 
spring and summer profits. 


No. 5469 
BASS SPORTOCASIN 


(Tep)—Handsome looking 
two-grain model in brown 
veal and brown Scotch grain. 
Plenty of appeal. Replace- 
able spikes. 


No. 212 
BASS SPORTOCASIN 


(Center )—Smart brown and 
white combination with the 
ever popular replaceable golf 
spikes. To retail at about 
$12.50. 


No. 409 

BASS SPORTOCASIN 
(Bottom)— Very profitable 
golf shoe of double construc- 


tion for water resistance. 
Made in finest domestic veal. 





NATIONALLY 
ADVERTISED 
IN 
ESQUIRE 
MADEMOISELLE 
AND IMPORTANT 
GOLF PUBLICATIONS 











BASS SPORTOCASINS 


WEEJUNS - 
AND OTHER 
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MOCCASINS - 
OuToOOOR 


ski BOOTS 
FOOTWEAR 











Specialized Work Footwear 


[CONTINUED FROM PAGE 42] 


better-priced lines from 6 to 12’s, and widths in all 
above $4 of B, C, D, and E. The line ranges from 
heavy outdoor work shoes to lightweight models for 
indoor factory work, and includes about 20% in work 
oxfords, steadily becoming more popular. The Snyder 
Company has found it wise to offer men who work part 
of the time inside and part outside a choice of weights 


| in shoes which combine comfort and ruggedness, as 
_ well as a good fit. 


Two salesmen specialize in work shoe fitting, although 


| the entire personnel of the store, which carries a com- 


| plete stock of work clothing, also sells shoes. To assure 
inging shoes for big sum- | 


good fits, the shoe department uses an orthometer, and 
one of the work-shoe men checks every fit before the 
customer is allowed to leave the store. Much emphasis 
is put on the width where the customer is on his feet a 
great deal, and the store is frank in telling work shoe 
buyers when they have been incorrectly fitted. “We 
find continually that work shoe customers have been 
buying by mail or spending five minutes or less in 
getting shoes formerly,” Mr. Wuellner said, “indicating 
that a lot of workmen with foot troubles do not realize 
that the work shoe even more than the dress type 
requires comfort fitting before its wearer can do his 
job properly.” 

Work shoes have never been advertised. Instead 
the store keeps a huge display of them on view in the 
store window, getting in sufficient sizes and weights to 
impress the passerby with the completeness of the stock. 


| “We depend for the most part on word-of-mouth en- 
| dorsement coming from workers who have been well 


| fitted,” Mr. Wuellner added. 


“At all times we work 
for repeat business and the customer’s complete confi- 
dence. Usually when a man has been satisfied, he'll 
send us business from other men in his occupation, 
and come back himself.” 

The trend through the past year has been to better 
grades of work shoes, Mr. Wuellner pointed out. Even 
laborers are asking for lighter weight models instead 
of the cumbersome types of the past, and every customer 
is more interested in comfort than long wear. Work 
oxfords fit well into this trend, and are suggested to 
at least 50% of the work shoe trade. Perforated types 
are requested by dozens of customers, most of whom 
now have definite preferences for composition, rubber 
or leather soles and state so. 

Largely responsible for the huge volume of work shoe 
sales at the Alton store is the “outside selling” program 
developed by John Snyder Company in self-defense 
against the practice of large industrial corporations of 
buying shoes direct from manufacturers and supplying 
them at cost to employees. The shoe management sur- 
veyed this field two years ago; finding that literally 
thousands of good prospects for steel-capped and other 

[TURN TO PAGE 49, PLEASE] 


Boot and Shoe Recorder 











hidle-lor 


MILITARY WELTS 
Hit of the Show 


Rated the **** box-office hit by stylists and 
retailers at Chicago and sectional shows. Right 
now best-sellers in every part of the country. 

Authentically styled for uniform wear. Smart 
with town suits and country clothes. All in 
Stock: Polished Tan or Black calf. Proven 
wood, unrivalled fit and comfort. 


Cash in on big 
LIFE Promotion 
in color, March 16 
Prize window contest. Free color 
blow-ups, cards, newspaper mats, 


radio scripts, publicity stories, 
mailings. Wire or write. 


DEFENSE 


A complete line of authentic military styles for men, too! 
GEO. E. KEITH COMPANY, CAMPELLO, BROCKTON, MASS. 











» 
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PLATFORM 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


U/C SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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THIS WEEK IN 


e NATIONAL NEWS e 


SHOE TRADE 


¥ 
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Volk Urges Conservation of Shoe Stocks 


N.S.R.A. President Asks Co-operation of Association Member- 
ship in Avoiding Waste, Combatting Inflation 
and Helping Nation Win the War 


New York—Harold F. Volk, presi- 
dent of the National Shoe Retailers As- 
sociation, spent several days in New 
York the first part of this week, when 
he attended the meetings of the 
color committees representing retailers, 
manufacturers and tanners with the 
Textile Color Card Association and 
governmental specialists, held for the 
purpose of discussing leather and shoe 
colors for Fall. 

Following these meetings, Mr. Volk 
issued a statement to members of the 
National Shoe Retailers Association 
urging their co-operation in the con- 
servation of shoes, the combatting of 
inflation and everything that will assist 
the Government in the successful prose- 
cution of the war. Mr. Volk’s state- 
ment was as follows: 

“Our recent national convention in 
Chicago, and subsequent meetings in 
Washington and New York, have de- 
veloped certain information which I 
feel it is timely to pass on to our mem- 
bership. 

“The shoe industry, embracing both 
retailers and manufacturers, hes evi- 
denced a spirit of cooperation with 
governmental problems and _ require- 
ments that has been recognized and 
complimented in Washington. Retail- 
ers_everywhere are doing their bit to- 
ward restraining price advances and 
are thus having an important part in 
combatting inflationary trends. Every 
merchant should feel that it is his duty 
to continue this good work by refrain- 
ing from the promotion of sales 
through referénce to impending short- 
ages. Our Government does not want 
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to ration footwear, so let us cooper- 
ate in avoiding such a necessity. 
“It is the joint duty of producer, dis- 





Dates to Remember 


Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Hotel Morrison, Chicago, Ill. 

February 23, 24, 1942 

Official Opening of American 
Leathers for Fall, 1942, Tan- 
ners’ Council of America, and 
N.S.R.A,. Style Conference, Wal- 
dorf-Astoria Hotel, New York. 

March 23, 24, 1942 

NATIONAL FOOT HEALTH 
WEEK. April 20-25 1942 

Introduction of Fall Footwear Fash- 
ions, St. Louis Shoe Manufac- 
turers Association, New York 
City. May 4, 5, 6, 7, 1942 

Central States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 

May 17, 18, 19, 20, 1942 





tributor, and customer alike, to avoid 
waste and make the most of all re- 
sources available for civilian consump- 
tion. I respectfully submit to our mem- 
bership that it is our duty to conduct 
a program of education of our buying 
public on the care and preservation of 
footwear. In the interest of conserva- 
tion of available stocks of shoes, we 
should advocate a more general use of 
dressings and preservatives and the 
avoidance of unnecessary abuse of 
shoes. 

[TURN TO PAGE 53, PLEASE] 
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Expect Big Attendance 
At Leather Showing 


NEw York—The coming Style Con- 
ference and Leather Show, to be held 
at the Waldorf-Astoria Hotel, March 
23 and 24, promises to be one of the 
most interesting and important in re- 
cent years. Extraordinary interest in 
styles, materials and prices is expected 
to attract a large attendance, for the 
conference affords an excellent oppor- 
tunity to clear up many of the questions 
in the minds of merchants, manufac- 
turers and tanners as to the course they 
should pursue in adjusting their opera- 
tions to war-time conditions. 

Industry meetings of this general 
character have a definite function in 
the war economy, as Dr. John Kenneth 
Galbraith, Director of the Price Divi- 
sion of OPA, said in answer to a ques- 
tion by Harold Volk, recently elected 
president of the National Shoe Retail- 
ers Association, during the National 
Shoe Fair in Chicago last month. On 
that occasion Dr. Galbraith said: 
“Meetings such as this don’t use up 
scarce materials and actually may pro- 
vide opportunity to plan conservation 
of vitally needed goods. Industry meet- 
ings also have an important morale 
building function and offer a forum for 
exchange of ideas. Out of them may 
come the vigorous spearhead of a move 
for reduction and simplification of 
styles deemed necessary for purchasing 
power control and the battle against in- 
flation.” 

The Leather Show will be conducted, 
as usual, under the auspices of the 
Tanners Council of America, while the 
National Shoe Retailers Association 
sponsors the Style Conference. The Ex- 
hibit Committee of the Council issued 
an announcement last week in which it 
was stated that the decision to hold the 
show as usual was made after careful 
consideration of existing conditions. “It 

[TURN TO PAGE 57, PLEASE] 
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FAMOUS 


GROVER COMFORT SHOES 


IN-STOCK 


> IMMEDIATE 
DELIVERY 


» GENUINE HAND 
TURNED 


> COMPLETE SELEC- 
TION IN STOCK 


>» THE ORIGINAL 
TURN COMFORT 


LINE 


SIZE UP NOW 


33542 
Biack Kid Tip 


34o—10 .... 


J-J-GROVER SHOE CO: 
67 SOUTH ST., 


$2132 


Black Kid Tie. 
o/s Wi 
Riveted 


BOSTON 








Reports on Study of Army Shoes 


Frederic L. Hilbert Also Describes Interesting Investigations 
by Department of Bacteriology, University of 
Maryland, in Penal Institutions 


New YorK—Frederic L. Hilbert, who 
was leather expert and consultant for 
the War Department during and after 
the first World War, and who is now 
associated with the U. S. Process Cor- 
poration in the capacity of technolog- 
ical director, has recently completed an 
interesting report on “ ‘Sanitized’ Shoes 
and Their Relation to Army Services 
and Foot-Hygiene,” following an ex- 
haustive scientific study. As a result 
of his study and his World War ex- 
perience, Mr. Hilbert is convinced that 
much can be done by the use of the 
“Sanitized” process, not only to add to 
the durability and life of the shoes, but 
also to increase the foot comfort of the 
wearers. This applies both to army 
shoes and those worn by workers en- 
gaged in civilian defense activities. 

Investigations conducted by Mr. Hil- 
bert offer convincing evidence that one 
of the most serious deteriorating fac- 
tors affecting the life of shoes is putre- 
factive decomposition of absorbed per- 
spiration, which tends to detannize some 
kinds of leather, causing vamps to 
crack, and to rot other kinds through 
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oxidation that renders the tannin in- 
soluble and the hide fibers soluble. 

“From the standpoint of preservation 
or increasing the useful life of army 
shoe leather,” said Mr. Hilbert, “there 
is widespread need for a process which 
will safely render it ‘self-antiseptic,’ 
or resistant to bacterial invasion and 
propagation, as well as the chemical 
action of enzymes and other destruc- 
tive forces. Obviously a ‘self-antisep- 
tic’ leather, or a leather which has the 
necessary degree of active antisepticism 
to preserve itself against the putre- 
factive action of the bacteria and 
enzymes contained in absorbed perspira- 
tion would also tend to protect the 
skin of the soldier’s feet from infec- 
tion. These requirements are fully met 
by the ‘Sanitized’ process.” 

In this connection Mr. Hilbert told 
of the results of an interesting scientific 
investigation conducted under the di- 
rection of Dr. L. H. James, head of 
the Department of Bacteriology in the 
University of Maryland. The experi- 
ments were conducted at two Maryland 
state institutions, the Maryland State 


Penitentiary and the State Penal Farm. 
Shoes which had been treated by the 
“Sanitized” process were supplied to 
groups of men who had been afflicted 
with recurrent athlete’s foot infections, 
and the feet of these men were inspect- 
ed by the prison physicians at weekly 
intervals, while they were undergoing 
treatment for active foot infection and 
afterwards. The recurrence of the in- 
fection, which had previously been very 
frequent, was reduced to a very marked 
degree, the majority having no recur- 
rence, which demonstrated that the in- 
fection hardly ever developed when the 
“Sanitized” shoes were worn. Further- 
more, inspection of the shoes them- 
selves showed that the active antiseptic 
principle remained present for many 
months, positive results being obtained 
when shoes were tested as long as eight 
months after they were first worn. 

The Superintendent of the Shoe De- 
partment of the Maryland State Use 
Industries, in a letter to Dr. James, 
said that when some of these shoes were 
collected and others issued to the men, 
the first question asked was “Are the 
new shoes treated? If not, I want to 
keep the ones I have.” Some of the 
men who had suffered from athlete’s 
foot reported that after they had the 
condition cleared up and wore the 
“Sanitized” shoes they experienced no 
further difficulty, this being the first 
summer they enjoyed comfort in this 
respect. On the other hand, men whose 
shoes were not treated showed the usual 
number of recurrent infections. 


Coast Frim Opens 
St. Louis Branch 


Los ANGELES, CALIF. — General 
Boards Co, manufacturers of Genco 
Shock Absorbing Heels for the manu- 
facturing trade, announce through 
Joseph H. Gauthier, president, the 
opening of a branch factory and sales 
room at 2319 Madison St., St. Louis. 
This business is known as the General 
Board Co. of Missouri, Inc., and is a 
subsidiary of the corporation of this 
city. Mr. Gauthier will also be presi- 
dent of the new company. F. H. Glar- 
ner, assisted by his son, Fred Glarner, 
will have charge of the St. Louis plant 
and sales activities in the Central 
States division. 


Store Employees 
To Sell Stamps 


HARRISBURG, Pa.—Charles A. Holmes, 
general manager of Pomeroy’s, Inc., 
has outlined a program for every sales 
employee, floorman and executive to sell 
Defense Savings Stamps and bonds to 
customers. The employees, who have 
also pledged themselves to buy a cer- 
tain number of defense stamps each 
week,. have been supplied with stamps 
and applications for bonds. Pomeroy’s 
is one of four unrelated stores chosen 
in Eastern United States for a nation- 
wide test. 
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ON TO VICTORY! 


Last month 65 per cent of our 
production was for Uncle Sam. 





The coming months will mean 
“all-out defense” until the battle 
is won. We know our loyal cus- 
tomers will accept these facts 
with a smile . . . knowing 
that Loyalty protects Life and 
Liberty. 


GILASH SHOE COMPANY 


Manufacturers of 
Genuine Goodyear Welt Shoes 


FITCHBURG, MASSACHUSETTS 




















P TRIUMPHS FOR THE WAR-TIME 

* ECONOMY 

AMERICAN WOMEN ARE PRACTICING 
GROSSMAN SHOE CO. offers a real mer- 


chandising proposition to volume depart- 
ments. “HOME FRONT” shoes are made 
for service .. . com- 

fortized for women 

who work. A group 

of shoes suited 

to smart uni- 

forms, shop cov- 

eralls, street 

clothes or house 

dresses. 


These special 
feature shoes are 
‘wrap-ups’! 


TO RETAIL 
at 


$4.50-5.50 


GROSSMAN SHOE CO. 


Makers of Women’s Correct Walking Shoes 
PARKERSBURG WEST VIRGINIA 








d HOME F RONT - 


at 








Specialized Work Footwear Builds Sales Volume 
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safety type of work shoes were being taken out of the 
market by the setting up of shoe departments by huge 
manufacturing plants in the Alton district. Instead of 
bewailing the loss, Mr. Wuellner and other executives 
of the store put in a full stock of safety work shoes. 
and went outside the store to call on manufacturers 
with the suggestion that they eliminate the extra work 
of maintaining shoe stocks by sending their employees 
to the John Snyder Company. Stressing the necessity 
for good fitting and complete stocks handled, the store 
was successful in making an arrangement with a score 
of industrial plants whereby the latter send men to the 
store for correct fitting of specialized safety shoes, sold 
at a substantial discount. Though a full profit isn’t 
maintained, John Snyder Company has thus protected 
itself against a practice which might otherwise shut off 
much of the potential shoe market. 

Though many work shoe buyers purchase two and 
three pairs at once, John Snyder Company makes no 
“high pressure” efforts along this line. “We don’t use 
followups or suggestion selling to get larger unit sales,” 
Mr. Wuellner stated, “since it is wiser to simply fit the 
customer well, and depend upon him to return. How- 
ever, we do recognize that workingmen also wear dress 
shoes in the evening and on weekends, and we show 
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every work shoe buyer our choice of dress models.” 
These are carried in price lines from $3.50 to $7.50, 
shown contiguously with work shoes, and handed by 
salespeople to work shoe customers whenever possible. 
Most men who buy better-priced work shoes are also 
inclined to pay more for comfortable dress shoes, the 
store has found, and consequently, low-price lines are 
seldom suggested. 


Praised for Defense Stamp Plan 


INDIANAPOLIS, INpD.—The Marott Shoe Store’s plan of 
giving defense stamps to customers during its fifty- 
seventh anniversary celebration in November was praised 
in a letter to George J. Marott from L. M. Olney, acting 
associate field director of the defense saving staff of the 
United States Treasury Department. 

From November 11 to 22 the store gave each cus- 
tomer stamps in an amount of 10 per cent of each dollar 
spent in the store. 

The letter from Mr. Olney said the plan had been 
brought to the attention of the department by Will H. 
Smith, defense staff administrator of Indiana, and 
thanked the store organization “for the fine cooperation 
you are giving to the defense savings program.” 
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$10 PRIZE-WINNING 


Pet Peeves 


OF SHOE SALESPEOPLE 


Submitted by RUDELL APPLE 


Wooley’'s Shoe Store, Lebanon, Indiana 


J. Areal peeve is the customer who tries on every blue shoe in the 
store—and then says, “Keep that pair and, if the blue coat I’ve 


ordered comes in, I'll take them.” 


2. No peeve at all is the customer who complains that her leather 
heels scuff terribly, because she drives a car a lot. This complaint 
is so easily remedied by shoes with Scuffless ““Pyraheel” that you 
can sell her a pair in a jiffy. 


You can avoid complaints by specifying 
Du Pont Scuffless ““Pyraheel” plastic heel 
covering. It comes in almost all colors and 
leather effects. Costs you nothing extra— 
and is used by almost all manufacturers. 


Scuffless heels give you an extra talking 
point, too. They resist checking, cracking 
and scuffing—and look new as long as cus- 
tomers wear the shoes. Remember to specify 
Scuffless heels o~ nour rert order. 





HOW TO WIN $10 











Jack Santry Joins 
Bates Selling Staff 


Boston, Mass.—Francis E. Ryan, 
sales manager of the Bates Shoe 
Company, Webster, Mass., announces 
the addition to his sales force of Jack 
Santry, an experienced shoe _sales- 
man who has spent his adult life in 


JACK SANTRY 


|the shoe industry. Mr. Santry, who 


was born in Canton, Ohio, and whose 
father himself was a successful retail 
shoe merchant, will travel that state 
with the Bates line of shoes for men. 
He formerly covered the same terri- 
tory for the Walkin Shoe Company. 

Mr. Santry is taking over a portion 
of the territory formerly covered by 
George Easterbrooks who will now 
limit his activities to the state of 
Pennsylvania and farther east. 

In explaining the reason for this 
concentration of territories, Mr. Ryan 
points out that it has been made ad- 
visable by the expansion of his com- 
pany’s in-stock facilities. Limitation 
of the size of the territory and mare 
intense coverage of the area to be 
traveled by each man, he is sure, will 
enable his men better to service the 
dealers who handle the Bates line. 


Boyd Store Enlarged 
And Modernized 


Detroit, MicH.— The Boyd Shoe 
Store in Detroit’s uptown shopping 
center at Woodward Avenue and Grand 
Boulevard, has been completely remod- 
eled and rebuilt, following widening of 
the highway, Woodward Avenue, to 120 
feet. The old building was practically 
demolished in the process, and in the 
resulting rearrangement of the block, 
the Boyd store took advantake of re- 
construction plans to expand from its 
former twenty foot width to forty feet. 
This is now one of the largest and most 
modern stores in this section which, 
next to the downtown district itself, is 
the center of all Detroit shopping as 
testified by the location of the newest 
Detroit department store, Saks-Fifth 
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Avenue, a block away, rather than 
downtown. 


(hieago Stores Play Up 


lesort Shoes 


CuicaGo, ILL.—Resort and play shoes 

r southern and resort wear are re- 

iving considerable promotion current- 

in Chicago retail stores. A majority 
the State Street fashion windows 
cre being devoted to clothing for resort 
ear, showing a large number of white 
shoes, reds and bright blues, greens and 
vellows. Spectator type pumps are 
shown frequently in many combinations 
and there are also a number of high 
lor shoes shown. Several complete 
-indows have been devoted to shoes of 
this type. 

Marshall Field & Company has again 
opened its Leisure Square, a section in 
the midst of the regular fifth floor shoe 
department devoted entirely to play 
shoes. In a recent quarter page adver- 
tisement for this section, color in play 
shoes was featured. Picked as especial- 
ly desirable were a collection of various 
type wedgies in fabrics and leathers. 


Scholl Employees Sign for 


Bonds in Nation-Wide Plan 


CuicaGco, ILt.—The Scholl Mfg. Co. 
employees, 100 per cent strong, took 
part in the gigantic nation-wide simul- 
taneous signing of Defense Bond Pledge 
cards recently. 

The signing took place at exactly 12 
noon, Central Standard Time. Because 
of the difference in time zones, Dr. 
Scholl who was in California at the 
time, affixed his signature at 10 a. m. 
Pacific Time so as to act simultaneously 
with all other Scholl workers. 

A tabulation revealed that the em- 
ployees have pledged themselves to pur- 
chase more than $145,000 worth of De- 
fense Bonds yearly for as long as neces- 
sary, as part of their contribution to- 
ward America’s victory. 

Prompted by Dr. Scholl, a payroll 
allotment plan has been worked out 
whereby employees may thus authorize 
the company to deduct from their pay 
checks a specified weekly sum in multi- 
ples of $1 up to any desired figure. As 
its contribution toward the employee’s 
bond-buying program, The Scholl Mfg. 
Co. will pay a liberal share of the cost 
of the first bond purchased by each 
employee in this manner: 

Any employee receiving less than $30 
per week, who authorizes a minimum 
deduction of $1 per week for the. pur- 
chase of a $25 bond, will complete the 
payment in 16 weeks. The remainder, 
$2.75, will be assumed by the company. 

Any employee receiving more than 
$30 per week but less than $50 who au- 
thorizes a minimum deduction of $2 
per week for the purchase of a $50 
bond will complete the payment in 16 
weeks. The remainder, $5.50, will be 
assumed by the company. 

This does not means that a person 
receiving less than $30 per week can- 
not purchase a $50 or $100 bond. 
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smart—sturdy—practical, and 
embodies all the comfort fea- 
tures so long associated with 
the name AIR-TRED. We are 
proud to present this $6 re- 
tailer. 
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Anyone wishing to purchase a $100 
bond to be paid for during a period of 
16 weeks may do so and the company 
will contribute $11 toward the purchase 
price. 


Brass Eyelets for Shoes 


Banned by W.P.B. 


Boston, Mass.—The War Production 
Board, it is announced here, has ruled 
that the manufacture of brass shoe eye- 
lets, or, in fact, of any shoe findings 
which contain copper or an alloy of 
copper, shall cease on March 31; and 
manufacturers of shoe findings already 
are taking steps to comply with the 


VOLUNTEER 
No. W214 


Full grained biack 
and tan calf leathers. 


Last 713 
13/8 leather hee! 
AA 5%,-9 
AS -9 
B4 -9 
Cc 4%,-9 


SMARTLY FASHIONED FOR DEFENSE DUTY WEAR 
e GOODYEAR WELT » ORDER NOW « LIMITED SUPPLY « 


This new addition to our long in stock 
line has been especially designed for 
American women defense workers. It is 


ruling. Japanned metals other than 
those containing copper will be substi- 
tuted, it is understood. 

The shoe manufacturer, it has also 
been ruled by the WPB, is to be allowed 
an additional thirty days, which means 
that he can use what he has in stock 
in his factory until April 30, after 
which date, and even though he may 
have dn hand a considerable quantity 
of copper-alloy findings, he must refrain 
from using them. The ruling affects 
not only eyelets but tacks and nails as 
well. 

The copper-alloy ruling, it is said, 
does not apply to the manufacture of 
service shoes for the Army. 
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Volk Urges Conservation 
Of Shoe Stocks 


[CONTINUED FROM PAGE 47] 


“The meetings of the color commit- 
tees of the retailers, manufacturers, 
and tanners, with the Textile Color 
Card Association, together with Gov- 
ernmental specialists here in New York 
today, have determined the colors that 
will be available in Fall footwear. The 
determining factor has been the con- 
servation of materials through adop- 
tion of a limited number of colors, all 
of which are already in use. The 
women’s colors are those currently 
known as Tom Brown, Golden Tebacco, 
Turftan, Kona Red, and Bluejacket. 
One consideration in the adoption of 
these colors was conservation of ma- 
terials through the maintenance of 
value in inventories already existing. 
The men’s colors will be decided upon 
at tomorrow’s meeting, and will be an- 
nounced later. 

“Clothing colors will be muted tones, 
so most of them will permit the use 
of shoes in one of the brown or tan 
colors adopted. The adoption of a color 
program this far in advance is not 
simply a matter of style forecasting. 
The purpose is the conservation of 
leather, chemicals, and other important 
commodities desired by the Govern- 
ment. 

“I wish to assure our membership 
that the National Shoe Retailers Asso- 
ciation will continue to reflect your de- 
sire for closest cooperation with our 
Government during the progress of the 
war.” 


Rubber Sole and Heel Firms 
Asked to Restrict Sales 


WASHINGTON, D. C.—Manufacturers 
of rubber soles and heels, who undoubt- 
edly will be forced to revise their lines 
in view of the new restrictions on crude 
rubber processing, were asked by Leon 
Henderson, administrator of the Office 
of Price Administration, not to make 
any sales of these new items without 
consulting OPA or receiving notice to 
proceed from that office. 

This request was made in letter form. 
Mr. Henderson referred to his previous 
letter of December 18, 1941, to manu- 
facturers of such products, in which 
he requested them not to increase prices 
on certain shoe products or introduce 
changes in quality without consulting 
OPA. The Administrator ‘stated that 
the current request was to forestall a 
chaotic price condition, resulting from 
changes in production. 

Manufacturers are requested to sub- 
mit to OPA, in duplicate, copies of their 
proposed price lists and discount sched- 
ules before quoting any price or pub- 
lishing or releasing any price lists to 
the trade. They are asked additionally 
to supply the physical data on forms 


Februery 7, 1942 





DING WATER 
WEARS ANAY STONE — 
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Day by day, business can be had and business 
can be held, if the feature is one to make good in 
service. Such a feature is 


KISTLER SOLE LEATHER 
A Balanced Tannage 


It has proved its worth in helping to obtain a 


substantial turnover of men’s 


shoes, at prices 


which plump retail profits. 

Here is sole leather of the vegetable tannage, 
fully tanned with the best materials, that is so well 
adapted to war-time needs it is used extensively in 
defense-shoe production. 


Take advantage of an opportunity. 


Order some 


men’s shoes bottomed with it. Write us for names 


of manufacturers using it. 
Specify type of shoes pre- 
ferred—street, dress, sport, 
orthopedic, work shoes. 
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sent out by OPA, for each brand and 
grade covered in the proposed lists, to- 
gether with specifically related price in- 
formation. This is to avoid any pos- 
sible confusion regarding prices which 
should apply to items on which physical 
data is reported. 


Schoenfeld Joins 
Unity Shoemakers 


HAVERHILL, Mass.—Unity Shoemak- 
ers, well known manufacturers of wo- 
men’s high-grade shoes, announce the 
addition to their executive staff of 
Manus Schoenfeld who will style, mer- 
chandise and sell to key accounts 
throughout the country an added line 


BOSTON-MASS 


of women’s novelty footwear to retail 
at $5 and $6. 

To his new connection, Mr. Schoen- 
feld brings a successful experience of 
many years in the retail as well as in 
the manufacturing field. From 1933 to 
1936 he was women’s shoe buyer for 
Arnold Constable, in New York City. 
For the next four years he was con- 
nected-with the Endicott-Johnson Cor- 
poration, where he styled, merchandised 
and was in charge of the sales of the 
line of women’s shoes made at the 
Owego, N. Y., factory. More recently 
he has been with the Mutual Shoe 
Corporation of Marlboro, Mass., a 
branch of the Consolidated National 
Shoe Co., of Boston. 
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SAFETY SHOES 
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Bowling Shoes 
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PROFESSIONAL 
BOWLING SHOES 
Te retail at Combination soles 
$2.95 2 Right foot 
#. Rubber sole 
Rubber hee! 
Left feot 
Rubber hee! 
Write fer 
catalogue 
BROOKS SHOE ure. co. 
58th & Market Sts., Philadelphis 
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Riding Boots 
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Reorganize Shoe Business 

NorwaLk, ConNn.—The firm of Con- 
neally and Bracken, one of the oldest 
retail shoe stores in Norwalk, has been 
reorganized under the name of Conneal- 
ly and McMahon. Partners in the re- 
organized company are Katherine M. 
Conneally, widow of the late Luke Con- 
neally and Lawrence S. McMahon, both 
of Norwalk. 

The business, located on West Wash- 
ington Street, was organized in 1909 by 
Mr. Conneally and the late Harry J. 
Bracken. Mr. McMahon has been em- 
ployed as manager of the store since 
Mr. Conneally’s death-in January of 
last year. 
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real source of profits. 
Inquiries invited 
357 Fourth Avenue 


LYNCHBURG, VA. GRAND 


POUT 





Our factoring service makes it possible 
for the shoe executive to devote full time 
to production and selling activities—the 


WILLIAM ISELIN & Co., INC. 


and Selling 
of Shoes, 


and Allied Prody. 


NEW YORK 


MICH. LOS ANGELES, CALIF. 
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Midwest Shoe Fair Postponed 


CINCINNATI, OHIO—A. E. Klinkicht 
of the Miller Shoe Co., Cincinnati, new- 
ly-elected president of the Midwest 
Shoe Fair, has announced that by res- 
olution passed at the January meeting 
of the Midwest Shoe Fair organization, 
the June 1942 Midwest Shoe Fair has 
been postponed due to the war. A\l- 





A. E. KLINKICHT 


though the fair itself has been calied 
off for 1942 the Midwest Shoe Fair 
organization will remain intact and con- 
tinue to hold regular meetings. It is 
incorporated under the laws of Ohio 
Shoe Retailers’ Association. 

Revealing the spirit of the times in 
the war emergency the resolution reads: 

Whereas, our country is today con- 
fronted with an emergency in which not 
only our American way of life, but even 
our very national security and existence 
is threatened, and, 

Whereas, as a result of this emergen- 
cy unusual conditions have arisen and 
will continue to arise, and will bring 
with them a planned economy as a re- 
sult of which the manufacture of all 
consumer articles must be subordinated 
to the main business of properly carry- 
ing out our country’s war program, 
and, 

Whereas, we feel that it is the 
patriotic duty of every American to 


fully cooperate with the government in 
carrying out this war so that nothing 
detracts from its complete and efficient 
execution ; 

Now, therefore, the officers, directors, 
and members of the Midwest Shoe Fair 
in meeting assembled, have on this 
19th day of January, 1942, unanimously 
agreed to postpone the June, 1942, Mid- 
west Shoe Fair, and, 

Be it further resolved that a copy of 
this resolution be furnished to the 
newspapers, trade publications, and all 
manufacturers who have made reserva- 
tions for the June, 1942, Shoe Fair, and 
that it be publicized in such other man- 
ner as will be best calculated to ap- 
praise the shoe trade of this action and 
the reasons therefor. 

Done at the city of Cincinnati on this 
19th day of January, 1942. 

Following the passing of this resolu- 
tion the committee voted a donation of 
$100 to the American Red Cross War 
Relief Fund. 

In addition to Mr. Klinkicht the other 
newly-elected officers of the Midwest 
Shoe Fair are Frank J. Weber, vice- 
president; E. C. Horn, secretary, and 
George W. Dohrman, treasurer. 


Government Asks for 


Orthopedic Mechanics 


WASHINGTON, D. C.—An examination 
has been announced by the Federal 
Civil Service Commission to secure or- 
thopedic mechanics for the Army ser- 
vices. The salary is $2,000 a year. 
Persons may qualify under the follow- 
ing optional subjects: (1) general, (2) 
bracemaker, (3) shoemaker and leath- 
erworker, and (4) limbmaker. Because 
of the demand for qualified eligibles, 
applications will be accepted at the 
Civil Service Commission’s Washington 
office until further public notice. 

Persons appointed will construct, de- 
sign, alter, and repair orthopedic ap- 
pliances as indicated by the optional 
subjects. This includes working from 
living models and plaster casts, doing 
nickel plating, and shaping, grinding, 
and polishing metals used in orthopedic 
appliances. 

Applicants will not take a written 
test but will be rated on the extent and 
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quality of their experience. They must 
have had 5 years of appropriate ex- 
perience in orthopedic work within the 
past 10 years. Under the option “Shoe- 
naker and Leatherworker” persons 
whose experience has been in general 
hoe repair will not be considered quali- 
fied. 

Examination announcements and ap- 
lication forms may be obtained at 
rst- and second-class post offices and 
from the Civil Service Commission, 
Vashington, D. C. 


Two Convicted in 
False Shoe Label Case 


New York—A campaign by the Dis- 
trict Attorney’s Office of New York 
County and the Better Business Bureau 
of New York City against misrep- 
resentation in the sale of shoes at retail 
resulted recently in the conviction in 
the Court of Special Sessions, of two 
men, manager and salesman, respective- 
ly, in a midtown store, on charges of 
using false labels and misleading ad- 
vertising. The charges on which they 
were convicted were misdemeanors and 
if the verdict is sustained they are liable 
to a maximum indeterminate term in 
the penitentiary up to three years. 
They will be sentenced February 13 un- 
less an appeal is filed. 

The case resulted from the sale of a 
pair of black suede open toe shoes with 
the name of a well known Fifth Avenue 
store stamped on the sock lining. Rep- 
resentatives of the Fifth Avenue store 
denied that use of its name had been 
authorized or that it had ever sold any 
shoes resembling the pair in question. 
After a week’s trial the defendants were 
found guilty by Justices Thomas F. 
Doyle and Frederick L. Hackenburg, 
with Justice Matthew J. Troy dissent- 
ing. Assistant District Attorney George 
G. Hunter, presented the state’s case. 


















Men’s Shoe Workers 
Granted Pay Increase 


BROCKTON, Mass.—Workers in men’s 
shoe factories in this city have been 
granted an increase of five per cent on 
all day and piecework connected with 
the manufacture of men’s civilian shoes. 
This increase, retroactive to January 3, 
is to be followed by another increase 
of five per cent, effective April 4. 

The manufacturers, during the nego- 
tiations which preceded the granting of 
the increase, refused to consider a re- 
quested increase in the rate of pay in- 
volved in the manufacture of garrison 
oxfords for the Army. The union which 
handled the negotiations with the manu- 
facturers is the Brotherhood of Shoe 
and Allied Craftsmen. 


















Los Angeles Shoe Firm 
Moves to New Plant 


Los ANGELES, CALIF. — The Los 
Angeles Shoe Co. is now housed in their 
new plant at 3751 South Hill St. Ca- 
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pacity of 5000 pairs a day is now being 
reached in this especially constructed 
building, according to Phillip Arnoff, 
president. The entire production is 
concentrated on the firm’s speciality of 
popular priced play and casual shoes 
for women. 





Chicago Store Plays Up 
“Dude Duds” 


Cuicaco, ILL.—Cowboy boots for both 
men and women, classified as “Duds for 
Dudes” are being currently featured in 
a special section devoted to authentic 
Western riding outfits at Marshall Field 
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EW stimulus to Natural Bridge sales; Active 
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& Co. This section is part of the sports 
equipment and sports apparel depart- 
ment on the fifth floor of the Store for 
Men. 

Although the Store for Men is pri- 
marily for men, exclusive sports ap- 
parel of this type for both men and 
women in an exception. Cowboy boots 
ranging in price from $18.50 to $25, to- 
gether with ten gallon hats, rodeo shirts, 
riding pants and frontier pants are fea- 
tured together. Other types of apparel 
and shoes worn by women for shooting, 
hunting, fishing and other types of 
sports are also featured and sold on 
this floor. 
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Women's Shoes 
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$500 
A. SANDLER CO. 


Essex at South St., 
N. Y. Showrooms: 47 W. 


Boston, Mass. 
34th St. 
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Children's Shoes 
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The C. A. Haines 
Shoes for Children 


IN STOCK 


te retail 
$2.00 to $3.00 
2-6 CD, 62-8 

D, 8% - 12 
BCD, all colors 


Flex-A-Proved Cushion 
construction, soft and 
smooth inside, scientif- 
jeally designed; all 
leather. Write for Cata- £2104 
log. White Elk 
SUPERIOR SHOE CO., Mfrs. 


508 S. Peoria St. Chicago 
alse carried in stock 
American Shee Co., 8. Freiburger & Bro. Co., 
251 W. Jefferson St., 119-121 E. Columbia St., 
Detroit Fort Wayne, Indiana 
Jayson Shoe Co. . . . Los Angeles, Cal. 





Broadens Sales Territory 


Los ANGELES, CALIF. — Alfred Cerf, 
who specializes in the play and casual 
shoe manufacturing field, has added 
sales representatives in New York, New 
England, the Midwest, Texas and Okla- 
homa. Pacific Coast states have been 
covered since his start in business a 
year ago. 
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"Round the Trade... 


ILLINOIS 


Martin Mayer, advertising director 
of Florsheim Shoe Company, Chicago, 
and his family, are basking in the sun- 
shine at Hollywood., Fla., for a mid- 
Winter vacation. 


* * * 


MICHIGAN 


Nathan Hack, head of the Hack Shoe 
Company, and Mrs. Hack are leaving 
on a six weeks’ motor trip of the South. 
They will first visit their son, Dr. Mor- 
ton Hack, now a captain and Com- 
manding Officer of the Squadron 
School at Sheppard Field, Texas. Dr. 
Hack was formerly associated with his 
father’s business here, as chiropodist. 
The senior Hacks will then go on to 
California. 

Leonard Hack, another son, will be 
in charge of the business in their ab- 


sence. 
* * @*@ 


NEBRASKA 


Lippert Emdin, buyer for the shoe 
department of Bon Marche, Grand 
Rapids, has relinquished his position 
to become a member of Uncle Sam’s 
army. Because Mr. Emdin was draft- 
ed, Bon Marche has a new buyer, Fred 
Graff from Boston, Mass. 


* * * 


NEW HAMPSHIRE 


The Spaulding brothers, of the 
Spaulding Fibre Co., have given Roch- 
ester a new hospital. Earlier they gave 
the city one of the finest high schools 
in New England. Both Hon. Huntley 
and Hon. Rolland Spaulding are former 
governors of the Granite State. 


* * * 


NEW YORK 


Dr. R. Plato Schwartz and Dr. Ar- 
thur L. Heath, who have been carry- 
ing on research at the gait laboratory 
of the University of Rochester Medical 
School, making many tests of the use 
of shoes in walking, running and 
standing, have received further recog- 
nition of its value. The National 
Foundation for Infantile Paralysis has 
made a grant of $9,200 to assure its 
continuance for another year. Last 
year the foundation contributed $8,600 
for this purpose. 

Charles Reynolds, who was with E. 
P. Reed & Co., Rochester, makers of 
footwear for women “for more than 
20 years, has moved to Florida and 
will make: his home there, it was re- 
ported at the annual meeting of the 
Shoe and Leather Club, of which he 
was treasurer. 

Paul Chevillat, who was stylist with 
C. P. Ford & Co., noted old shoe firm 
which discontinued manufacturing 


shoes, is now shoe designer at the fac- 
tory of the Blum Shoe Manufacturing 
Company, Dansville, N. Y. 

Howard Hart, a former executive 
with C. P. Ford & Co., makers of shoes 
for decades in Rochester, has taken 
the New York state territory for a line 
of shoes with the Hurd Shoe Company, 
Utica, N. Y., shoe wholesalers. 


* * * 


PENNSYLVANIA 


In a recent press conference, Gov. 
Arthur H. James of Pennsylvania said 
he may be forced to stop wearing his 
favorite high-top, hook-lace shoes be- 
cause of the war because, as he said, 
“they aren’t making them anymore.” 
Governor James’ high-toppers have been 
publicized by columnists and caricatur- 
ists throughout the nation. 


* * * 


SOUTH CAROLINA 


George Kee, who travels for The 
House of Crosby Square in North and 
South Carolina, was recently elected 
president of the Men’s Apparel Club 
of the Carolinas. The election took place 
at a meeting in Greenville, S. C., at 
which time the club launched a move- 
ment to have traveling representatives 
of the clothing and apparel trade made 
eligible for automobile tires under the 
rationing program. 


WISCONSIN 


Leo Bach, for the past five years 
connected with the H. C. Ashley Shoe 
department ‘of Ackemann Brothers in 
Elgin, Ill., is the new manager of 
Bostwick’s shoe department in Janes- 
ville. 

Baumann & Jensen’s semi-annual 
five-cent sale always attracts plenty of 
business for this Chilton shoe firm. In 
connection with the sale, the store 
offers the first pair purchased at regu- 
lar price and the second pair for five 
cents. 

P. J. McGoldrick, head of Baum’s in 
Green Bay, has been named defense sav- 
ings chairman in charge of the trade 
division, which includes retail and 
wholesale firms. 

Sid Weber, Janesville shoe retailer 
and secretary of the Wis-Shoe Re- 
tailers’ Association, will in the future 
heed his own advice. He has been urg- 
ing people not to forget their rubbers. 
Recently on an icy day he did; slipped 
and wrenched an ankle, broke two 
bones in his left wrist and a couple of 
appointments. Now he speaks with 
authority on the matter of wearing 
tubbers during slippery weather. 

Fred W. Callies has resigned as a 
director and secretary and treasurer 


Boot and Shoe Recorder 





a ee 


of the Fred A. Mayer Shoe Co., Mil- 
waukee, and will spend the Winter in 
Florida with his family. 

The shoe and leather industry in 
Milwaukee is well represented in de- 
fense work with Mrs. Charles P. Vogel, 
wife of the president of the Pfister & 
\ogel Tanning Co., a captain of the 
motor corps of the Red Cross, and Mrs. 
Edwin C. Huth, wife of the president 
of the Huth & James Shoe Co., a mem- 
er of the corps, a volunteer organi- 
ation, 

7. = . 

J. T. “Tom” Aikins has been named 
men’s department manager of Dyer’s 
Orthopedic Shoe Store, Madison, and 
ccountant for the Madison and Mil- 
waukee branches of the organization. 
Mr. Aikins has been associated with 
Dyer’s for the past 15 years on a part- 
time basis as accountant. 

Kurt A. Rueping of the Fred Rueping 
Leather Co., Fond du Lac, has been 
admitted into membership of the Fond 
du Lae Junior Chamber of Commerce. 

Wilbur F. Peterson of the Walk-Over 
shoe store in Oshkosh has been named 
vice-chairman of the retail division of 
the Chamber of Commerce in Oshkosh. 
Mr. Peterson is also a member of the 
executive committee of the division, 
which includes A. D. Snyder of Snyder’s 
Bootery and Thomas B. Thorsen. 





A. H. Davis 


CANON City, CoLo.—A colorful ca- 
reer extending over a full half-century 
in the shoe business here, was closed 
with the death of A. H. Davis, 88 years 
old. His firm, the A. H. Davis Shoe 
Store, was among the first specialty 
stores of the city, having been founded 
in 1878, and was the oldest firm in the 
city to have been under the one con- 
tinuous management for the fifty year 
period, 

A. H. Davis came to the West as a 
young man in order to organize the 
shoe manufacturing in the state peni- 
tentiary here. He set up the machines 
and started the shoe factory which has 
since that time supplied shoes to in- 
mates of state institutions. Shortly 
after he established his own business 
in the heart of the city. 

He was devoted to civic duties and 
served in varying capacities as a city, 
county, and state official, and was a 
member of the state legislature at one 
time. He also was instrumental in the 
organization of the Canon City Militia 
immediately following the Meeker Mas- 
sacre, when the Indians of the region 
were on a rampage. Thus his career 
covered the old Indian fighting days, 
right up to the modern. He retired 
from active participation in his busi- 
ness several years ago but maintained 
a keen interest in it. 


Named Superintendent 
Of Coast Firm 


Los ANGELES, CALIF.—George Iliff is 
now superintendent of the Fern Shoe 
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shoe to retail at $5.50. 





Retailers know that there is a definite demand for a man’s 


That’s where Winthrop’s new HAMPTON Line enters the picture. 
Styled right... built right...priced right, Winthrop’s new HAMPTON 


Line is a complete line of shoes 
...a lime that can bring you a 
large and profitable volume of 
business in 1942. Write or wire 


today for a representative to call. 


Winthrop HAMPTON Line . . . . $5.50 


Winthrop COLONIAL Line... . $6.95 


Slightly Higher Denver West 
WINTHROP SHOE COMPANY ° Division International Shoe Co. * SAINT LOUIS 


| 
| 


Co. He comes to this organization with 
a long record, having served with such 
firms as I. Miller and J. P. Smith Shoe 
Co. 

The Fern Shoe Co. has withdrawn all 
men from the road, due to the factory 
having cutting ahead to operate their 
enlarged plant at full capacity for the 
next five months. 


Employes Receive Bonus: 


Waupwn, Wis.—J. F. Teeple, presi- 
dent of the Teeple Shoe Co., announces 
that his firm has recently paid all em- 
ployes a 15 per cent profit-sharing 


Winthrop ACTION-FREE Line . . $8.95 


bonus based on their earnings since July 
1st. At the end of the first six months of 
1941 they were paid a seven per cent 
profit-sharing bonus. 


Expect Big Attendance 
At Leather Showing 
[CONTINUED FROM PAGE 47] 


is believed that the Leather Show and 
the Style Conference sponsored at the 
same time by the National Shoe Retail- 
ers Association are of vital importance 
to the shoe industry,” the announce- 
ment said. 
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QUALITY 
WOMEN'S SHOE JOBS 


FROM 
AMERICA’S FINEST FACTORIES 


BARIS SHOE CO., INC. 
79-81 Reade St., New York City 
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NEW FLEX 


A 


EDGAR S. KIEFER TANNING PANY 
TANNERIES AT GRAND RAPIDS, MICHIGAN 
SALES: CHICAGO, 223 W. LAKE ST. * BOSTON, 42 UNCOUN ST. 


PIGSKIN 


INNERSOLES - COUNTERS - WELTING 


rs 


Mexican Huaraches 


THe most seautiru. HUARACHE 


THAT EVER CAME FROM 


» OLD MEXICO 


100% HAND MADE, CALFSKIN UPPER 
= THREE LAYER PRIME SOLES 
SIZES FROM 5 TO I! 
IDEAL SHOE FOR CAMPUS 
AND SPORT WEAR 
TO RETAIL AT 
$3.95 TO $4.50 
WRITE FOR SAMPLE 
AND DETAIL 


DON LUIS CO. 


BOX 470 
— HOUSTON, TEX. 





Moves to Larger Quarters 


CLEVELAND, OHIO—Meyer Miller has 
removed his store into larger. quarters 
at 1084 East 105th St., Cleveland. In 
the new store he has three times the 
space he had in his former location. 





Shoes for Service on the Work Front 


[CONTINUED FROM PAGE 25] 


have welcomed this service. 

The family shoe store has many op- 
portunities for additional sales in work 
shoes. An example of what can be 
done is seen in the store of Kramet- 
bauer & Son, one of the outstanding 
family shoe stores in the Chicago area. 
It is a modern store, extremely at- 
tractive in appearance, selling quality 
men’s, women’s and children’s shoes. 
It is located in an outlying neighbor- 
hood in the vicinity of a number of 
large factories, machine shops and 
other industrial units. 

Charles Krametbauer, head of the 
store, carries a large stock of work 
shoes because he regards work shoes 
as a profitable side line business, re- 
quiring the stocking of few styles. The 
same principles on which he has built 
an enviable family business hold for 
the work shoe business. “Work shoes,” 
Mr. Krametbauer states “must be of 
good quality, must fit properly, and 
must render geod service on the job 
if the customers are to come back 
and buy more. Just as a child properly 
fitted becomes a regular customer 
through the years, a man who is sold 
a good pair of work shoes that are 
comfortable and satisfactory at work, 
keeps coming back again and again 
for that particular shoe. Once the 
first pair of work shoes is sold and 
prove satisfactory, the job is done. It 
requires no further sales talk as to 
style, utility, etc. Invariably, once 
satisfied, the customer comes in when 
the shoes are worn out and asks for 
another pair just like it.” 

Mr. Krametbauer points out that a 
side line of work shoes is natural for 
the family shoe store since the sale of 
work shoes to new men customers may 
often mean his bringing in the rest of 
the family as customers and by the 
same token the head of a family also 
becomes a work shoe customer through 
sale of shoes to the rest of the family. 


Another Chicago shoe department 
doing a good work shoe business is the 
men’s shoe department in the People’s 
Department Stores, a large neighbor- 
hood department store, adjacent to the 
South Chicago steel mills and other 
large industrial plants. The men’s 
shoe department, headed by Bernard 
Gross, carries a large stock of work 
shoes ranging in price from $2 to $5 
and advertises them frequently. Adver- 
tisements feature the fact that work 
shoes sold in this department are ex- 
pertly fitted and that the store carries 
all sizes and widths, a factor which 
Mr. Gross states continues to bring a 
number of customers into the store. He 
says that the fact that men know they 
can be fitted properly and thus have 
no trouble with their feet has brought 
a considerable amount of business into 
the shoe department. He believes that 
the average shoe store or department 


can profit materially by stressing fit 
in work shoes. He has also found that 
the fact that the department carries a 
wide range of work shoes has helped 
the sale of dress shoes. Just as some 
departments consider sport and leisure 
shoes extra pairs to be sold, in this 
department work shoes are used for 
extra pair sales and are frequently 
suggested with the sale of a pair of 
work shoes. 

Another interesting viewpoint on 
the place of work shoes in the average 
family shoe store comes from E. G. 
Bowman of Bowman Bros. Shoe Stores, 
operating family shoe stores through- 
out the state of Illinois. He points out 
that in addition to the heavy old fash- 
ioned type of work shoes, a big part 
of their work shoe business comes from 
shoes considered also as dress shoes— 
those with heavy moccasin toes with 
leather grocord and neoprene soles. 

“In merchandising these, we insist 
all stores carry as few styles as pos- 
sible and still cover all requirements 
and insist that they keep all sizes at 
all times. The sizes are essential, be- 
cause a sale missed on a pair of work 
shoes, regardless of what type, is worse 
than a sale missed on a pair of high- 
style novelty shoes. 

“Most of our stores are in farming 
communities, and we carry in the 
farm type shoes a pretty complete 
price picture, ranging from $2.49 re- 
tail to $6.50. We find the major part 
of our business is on shoes retailing 
from $4.00 to $6.50. Several of our 
stores are in highly industrialized com- 
munities, and in the towns such as 
Rockford,‘ we do not carry any farm 
type shoes, but carry several different 
styles in neoprene and grocord sole 
oxfords. We find we can merchandise 
work shoes from a small stock, -but 
sizes have to be complete at all times.” 

Work shoes are promoted by the 
Bowman stores through direct mail 
cards and also from newspaper adver- 
tising. 

In addition to selling work shoes in 
the store, several family shoe stores 
have found that it pays to use outside 
salesmen to call on factories and in- 
dustrial concerns which do not have 
commissaries. This is especially true of 
smaller foundries, and machine shops. 
One shoe store using an outside sales- 
man sold several hundred pairs of 
work shoes within a small radius and 
acquired many new customers for other 
types of shoes as well. This same shoe 
merchant also called on coal yards, fill- 
stations and garages in the neighbor- 
hood leaving a card advertising the 
fact that his store was the headquarters 
for the proper work shoes. It is pointed 
out that even though a shoe store may 
not be in the neighborhood of factories 

[TURN TO PAGE 63, PLEASE] 
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write us. 
Size 
of Display Card 
8” x 14” 
€ 
Matching Price 
Tickets 
154" x 21/4” 


6 Doz —$1.25 
12 Doz.—$2.25 


e 
150 Different 
Prices in Stock 


If C.0.D. Pre- 
ferred, 
If Special Delivery, 
Add 15c¢ 


DISPLAY CARDS: 60c Each; 3 for $1.50 


List of texts to select from will be sent on request 
Blank cards with design Hlustrated 50¢ each 








For Yor EASTER TRIMS 


tl | fetching green and blue colors in cards and 


Detailed Information on Monthly Service at Your Request 


AGAIN 
in 1942 





One of the Early Good Neighbors 
THE OAXACA 
STEERHIDE HUARACHE 


For years this rugged sandal has brought cool comfort 
to American feet. 
Imported from a friendly nation and containing no vital 
war materials, we have managed to accumulate large 
stocks for your convenience. 
OUR customers will not be handicapped with deferred 
deliveries, ‘“‘case lot’’ requirements nor imitations. 
All sizes for men and women from 
3 to 14, narrow, medium, and wide lasts 
Natural beige leather only 


Te (LD MEXICO SHOP 
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LNAWLYWdad JZDIAUaS 





209 SOUTH STATE STREET * 


CHICAGO, ILLINOIS 








SANTA FE-- NEW MEXICO 




















Makes His Shoe Store 
A Fashion Center 


[CONTINUED FROM PAGE 34] 


Lindell’s windows the same week. Mr. 
Hostetter keeps in touch with the mag- 
azines himself, and attributes much of 
the success of his window displays to 
this practice of making them timely as 
well as attractive. His windows are 
always trimmed light. The idea back of 
this is that if a window-shopper can- 
not find what she wants in a packed 
window she often goes elsewhere, but 
is usually drawn into the store by a 
window arranged for looks and for 
spotting certain merchandise rather 
than for volume display. The more one 
thinks about this idea the sounder it 
seems—and it certainly makes a day-by- 
day change of windows possible. Mr. 
Hostetter has tried both systems, and 
his preference for light trimming is 
based on experience. 

Newspaper advertising is tied in with 
national advertising, and the - direct 
mail appeals sent out to the two lists 
of customers kept by the firm—active 
ee and inactive list—follow the same 
me, 


The store caters to office and pro- 
fessional women as well as to the aver- 
age housewife, and through constant 
renovation of stock and weekly offer- 
ings of smart new merchandise, lives 
up to its motto of “Lovely Feminine 
Footwear.” 
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Very large and very small sizes are 
carried, and everything in the way of a 
style shoe that can be worn by a wo- 
man is offered. Complete lines of shoes, 
in prices ranging from $6.50 to $12.75, 
make up the stock. Every item is 
exclusive with Lindell’s—another factor 
that has contributed greatly to the 
fashion center angle of the business. 

Although the store carries a stock of 
nearly 10,000 pairs of shoes—women’s 
only—a complete line of millinery, ho- 
siery and handbags is also carried. Ap- 
propriate novelties, such as scarfs for 
the Christmas trade, are also kept in 
stock. 

“Women who buy hats buy shoes,” 
says Mr. Hostetter. “And those who 
buy handbags and hosiery usually take 
a look at the new shoes before they 
leave. This angle of our business draws 
trade all the time, and that is why we 
keep a large stock of accessories. New 
handbag stock is received every week, 
which means that customers always 
have something new to look at.” 

In addition to the items mentioned, 
other specials are carried. One of these 
is a line of nurse’s white buck oxfords, 
which has been an outstanding money- 
maker. Another is a line of women’s 
riding boots, which not only sells well 
but draws additional trade. 

The store never loses an opportunity 
to make itself known. It subscribes to 
the City Greeter service, which means 
that every new arrival in Jacksonville 
receives a letter outlining the advan- 





tages of trading at Lindell’s. It also 
belongs to the Association of Army 
and Navy Stores, and derives a great 
deal of trade from this connection. 

Credit has been a boon to the store, 
says Mr. Hostetter. About 30 per cent 
of the gross sales are credit, and the 
system works easily and well through 
membership in the retail credit asso- 
ciations. The store normally carries 
about 500 credit accounts and looks upon 
them as a real asset. 

Only two sales are put on by the 
store—one in the late Summer and one 
after the Christmas rush. The special 
feature of these sales is that all cus- 
tomers on the active list are enabled 
to make their purchases at reduced 
prices one week before the sale begins 
during a period called Courtesy Week. 
This event is widely patronized, and 
according to Mr. Hostetter, builds up 
much good will for the store. 

Another way of creating good will 
among the desired clientele has been 
through participation, by way of ad- 
vertising and the giving of prizes, in 
such events as American Legion Ba- 
zaars, Women’s Club activities, and 
other functions of like nature. 

It is impossible to advertise too much, 
believes Mr. Hostetter—especially when 
the favor of the fair sex is being 
courted. “Lovely Feminine Footwear” 
is really a dream come true in the case 
of Lindell’s, Inc. The ladies think so, 
at any rate, and the sales ledger en- 
dorses their stand. 
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Honest Value 
In Beery Pair 


OBERTS-HART, INC. 
KEENE, N. i. 
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Soles and Heels 
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LITHOX SQUARE CORD 


Non SPREADING Sole, Heel and 
Sheet. Has met the requirements 
far beyond our expectations. 


THE LITHOX corp. 
WAPAKONETA, OHIO, U. S&S. A. 
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CANCELLATIONS 
JOBS 


AT A PRICE 


NOVELTIES ARCH SHOES SPORTS 
MEN’S — WOMEN’S — CHILDREN’S 
We are the largest, exclusive distributors 
of top-grade current shoes, from 15 of 
the leading St. Lowia Factories. $6 to $10 
shoes to retail, profitably, from $2 to $5. 
See us for your promotions. Over 1,000 

samples to choose from. 


M. K. WEIL SHOE CO. 
1326 Washington Ave. St. Louis, Mo. 
a “While in town see Weil'' 








a 











White Shoes for Winter 


San JOSE, CALIF.—Despite the Win- 
ter season, white shoes continue popu- 
lar in San Jose for both street wear 
and dress occasions. Several retail 
shoe stores are featuring white shoes 
in their window displays. 

Many women and girls prefer white 
shoes for year-round wear, thus stimu- 
lating sales of white footwear through- 
out the year in this vicinity. Styles in- 
clude pumps, straps and oxfords with 
low, wedge, cuban and high heels. 

Pumps and straps in black and 
white, and brown and white combina- 
tions are also in considerable favor 
here. They are featured at popular 
prices and are selling well. 
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E. T. Wright Dealers Meet to 
Plan Spring Ad Campaign 


New YorkK—Twenty-one members of 
the Wright Arch Preserver shoe re- 
tailers’ group in the metropolitan area 
met recently in the New York head- 


ROBERT MERIANS 


quarters of E. T. Wright & Co., Inc., 
to discuss plans for their Spring news- 
paper advertising campaign. 

There was some question as to the 
advisability of carrying through the 
campaign to the same extent as in pre- 
vious«seasons, due to the war situation, 
but the majority approved the plan to 
carry on as usual. 

The main idea of the campaign is 
built around the registered phrase— 
“Foot Transportation,” carrying out 
the idea that through the, limitation 
of automobile transportation by gov- 


ernment rationing, people will have to 
do more walking—and of course, must 
have the right shoes, correctly fitted. 

Robert Merians is president of the 
group, with Ralph Laycock, secretary, 
and L. Kirsch, treasurer. 


Shoe Department Divided 


San Francisco, CaALir.—Expansion, 
with the shoe department being split 
into two sections, is the order of the 
day at the City of Paris, large San 
Francisco department store. 

Inexpensive shoes remain on the main 
floor. More expensive lines have been 
segregated on the third floor in a new 
department. The idea is that custom- 
ers will find it more convenient to select 
_their footwear on the same floor with 
coats, suits, dresses and millinery. 

The scheme of decoration in the new 
shops consists of white, wrought iron 
grille work to set the shoe shop aside 
from the rest of the floor, with beige 
carpeting, and chairs upholstered in 
beige, piped in orange. 


Gives Out 1000th 
Defense Stamp 


HARRISBURG, Pa. — The Defense 
Stamp bonus plan which has been in 
force at Miller’s Shoe Store for the 
past month has proven to be quite suc- 
cessful, according to Arleigh Miller, 
proprietor of the store. Mr. Miller re- 
ported that the 1000th Defense Stamp, 
one of which is given with each pur- 
chase of a pair of shoes, has been given 
out. He said the plan will be continued 
for some time. 





N. Y. Shoe Workers to Buy Defense Bonds 


Pledged to Purchase Half Million or More Under Check-Off 


Plan, Details to Be 


New York—The 10,000 workers of 
the footwear industry in New York 
City (quality shoes, stitchdowns and 
slipper divisions) through their repre- 
sentatives, have pledged themselves to 
purchase not less than half a million 
dollars of defense stamps and bonds 
during the next twelve months. Me- 
chanics of the raising of at least this 
amount, although a million dollars is 
a more likely figure, for the entire 
manufacturing industry was worked 
out at a committee meeting recently 
and union officials were present. A 
mass meeting of the 10,000 shoe work- 
ers was held recently and immediately 
thereafter pledges were worked out 
with a weekly check-off of the pledged 
amounts. 

Co-operation of approximately 125 
manufacturers will be the special re- 
sponsibility of those manufacturers 
who met in committee. The committee 
will meet from time to time to check 


Worked Out Shortly 


upon the actual defense stamp purchase 
against the pledged quota, so as to 
assure the half a million dollar goal, 
but it was the confident feeling of the 
group that a million dollars would be 
the amount achieved. 

The Joint Council No. 13, of the 
United Shoe Workers of America, C.1.0. 
has undertaken a campaign to bring 
about the maximum result in the pur- 
chase of defense bonds. 

The union has allocated $5,000, as 
a revolving fund for the purchase of 
defense stamps to be sold to the mem- 
bership. The Joint Council has also 
decided to buy $5,000 worth of defense 
bonds for itself, and the staff is pur- 
chasing $2,000 worth of defense bonds. 

The union has also been carrying on 
a drive for Red Cross and Allied Relief. 
Several thousand dollars has already 
been collected from individual shop 
crews for this purpose. In most cases, 
the workers gave a half day’s pay. 
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What better expression of 
Matched Pairs than shoes identical 
in toe structure — worn by identi- 
cal twins? 


CELASTIC Box Toes fortify chil- 
dren’s shoes, make them ready for 
the tumble and stumble of play 
time by fusing lining, box toe and 
doubler into a single structural 
unit. 


This durable CELASTIC unit has 
the ability to reproduce the design 
of the last, accurately and smoothly 
—to maintain toe shape through- 
out the life of the shoe and to 
insure wrinkle free and sag proof 
toe linings. Young America’s foot- 
wear, when fashioned with 
CELASTIC, has the comfort quali- 
ties that are kind to growing feet 
— sought after by wise, considerate 
parents. 


TRADE MARK 


THE QUALITY 
BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SALESMEN WANTED 


LINE WANTED 


WANTED TO PURCHASE 








S ALESMEN: Shoes and Shoe Findings; 

carry arch supports as a side line. Addre s 
2423, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 





HELP WANTED 


RETAIL. SHOE SALESMAN WANTED: 
Experienced in popular priced shoes for en- 
tire family, who with brief training period can 
t of Family Shoe Store in 
Indiana town of 10,000. Prefer man now lo- 
cated in Indiana, Illinois, Ohio or Michigan 
Address $411, care Boot & Shoe Recorder, 100 
East 42nd Street. New York, N. Y. 


MANAGER WANTED: For Medium Price 

Family Shoe Store, Middlewest. Prefer 
married man between -30 and 45; must have 
clean record. Salary and bonus. Address $410, 
care Boot & Shoe Recorder, 100 East 42nd 
Street. New York N, Y. 


HIROPODIST FOR CLINIC in Wisconsin; 

large ethical practice. Address £424, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 

















POSITION WANTED 


OUNG MAN, SINGLE, wishes position as 

stockroom or production man; six years’ ex- 
perience in shoe and leather trade. Formerly 
bought and sorted leather in stock room of large 
shoe factory; has worked on bench; can operate 
ten different machines. Address $425, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 


ALES MANAGER AND BUYER—Ageres- 

sive executive desires to change positions; 
thoroughly familiar with retail, wholesale, and 
mail-order business. Have record of proven 
ability. An opportunity is the paramount issue. 
Address $427, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 











FOR SALE 


FAMILY SHOE STORE IN GULF SHORE 
TOWN, West Coast of Florida; established 
business; both local and tourist; nationally ad- 
vertised lines; entire stock and fixtures can be 
purchased for $5,000 to $6.000. Can net $4,000 
per year. Reason for selling furnished to in- 
terested parties. Address $426. car: Boot & 
ed ae 100 East 42nd Street, New 
or 


F oR SALE: Shoe Store in small Wyoming 

town; Men’s, Women’s and Children’s Shoes; 
low overhead: sacrifice price. Write Box 301, 
Lusk, Wyoming. ‘ 











LINE WANTED—by well known Pacific 
Coast Shoe Salesman. Will consider a smart 
line of Women’s or Men's regular or novelty 
types. This man will do a real business for 
you in this territory becayse he is so well 
regarded by the merchants and buyers of the 
West. Act now and write or wire at once to 
Address 2428, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





FOR LEASE 


OR LEASE: In Santa Fe, New Mexico, 

100% location for Corrective Footwear Shop; 
reasonable rent; no competition; Wire, FELD- 
HAKE FOOTWEAR SHOP, Santa Fe, New 
Mexico. 








FOR RENT 


OR RENT UNDER LEASE FOR FIVE 

YEARS or more, store room now occupied 
by retail shoe store located in best business dis 
trict on Broadway in Lorain, Ohio; Availabic 
April First, 1942. Address inquiries to owner: 
A. J. Wiegand. 801 Citizens Building, Cleve- 
land, Ohio. 





BUYER OF UPPER LEATHER, Remnants, 
White Buck, rg _— on 

Alligator, etc. Medium and 

tity; DAVID MATTEZEWITZ. a "Frankfort 

Street, New . York. 





SELL YOUR Searess STOCKS 


KIRSCH-BLACHER CO., INC. 
established 1915 
We buy surplus or complete stocks of shoe 
from retailers, jobbers and manufacturers. 
Visit our new weorehouses 
108-110 Duane Street, New York 
Phone: WOrth 2-5377 and 5378 and 5378 








SHOE STORES WANTED 
FOR CASH 
Men’s, women's, children’s shoes retailing 
from $5.00 and up. Short term leases as- 


Unusual references on request 











Sells 60% of Work Shoes 


[CONTINUED FROM PAGE 38] 
overalls and work clothing trim—lay- 


_ing emphasis on the fact that the shoe 


is carefully fitted. 

The store makes adjustments cheer- 
fully, and rushes al! repair service or- 
ders through as rapidly as possble— 
since the working man cannot spare his 
shoes for long. “We haven’t had a com- 
plaint on the fit of a work shoe in 10 
months,” Mr. Rubin said, “and we 
think we are getting repeat business 
from 90 per cent of the defense work- 
ers who bought their first pair-of work 
shoes from us.” 


Buy Defense Bonds 


ROCHESTER, N. Y.— Members of 
United Shoe Workers CIO have bought 
$2,000 in defense bonds and have made 
arrangements for a contribution of $1 
from each 1000 of the members. 


CASH 


This is a good time dispose 
OR RF 
prices. 
CAMITTA SHOE COMPANY 
16 8S. 3rd St. Philadelphia, Pa. 
Phone Lombard 2002 











BUYERS OF 


MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 


We buy for cash surplus or complete shoe stocks 
Branded or unbranded. Generous prices. 
Write, wire or phone. 


CEASAR 
19 N. Fourth St. Philadelphia, Pa. 
Phene Market 1 











WE BUY 
Shoes 


such 
im, Enna-Jettick, Vital- 
ty, Arch Preserver, Queen Qua 
tonians, Stetson, Red Oross, Nunn- Bush, Bte. 
Invi B if © 3B IN 
“The House of J 
88 Reade St., Cor. Ch reh 
Phone ae 17-7887. New York City 
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CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per 
charge, $1.25. When a-box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified ae | is $5.00 an inch with a maximum of 46 words. 


ified advertising is payable in adva 
Ss Advertisements for this page must be ‘ our New York Office on Friday of the week preceding publication Wi 


. Minimum 
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Shoes for Service on 
The Work Front 


[CONTINUED FROM PAGE 58} 


oad industrial plants that truck drivers 
of all types, (particularly coal, oil, and 
casoline,) filling station and garage 
sttendants all should be wearing special 
work shoes, the supplying of which 
reeds only a good sales job on the 
part of the merchant. Neighborhood 
merchants and smal] town operators 
who are acquainted with most of their 
customers and their occupations have 
en opportunity to render a real ser- 
vice to their customers by supplying 
and fitting them with the proper work 
shoes as well as dress and other type 
shoes. 


Selling of work shoes is not exclus- 
ively a neighborhood business. A large 
volume of work shoes are also sold by 
downtown department stores dealing in 
popular priced merchandise. In such 
instances they are displayed on tables 
and counters in the regular shoe de- 
partments and in several instances 
have a section of their own. 


With the increasing importance of 
the worker in the defense program 
during the past year, there has been 
a noticeable tendency in some of the 
stores to segregate work clothing in- 
cluding the entire range of apparel to- 
gether with shoes into one conveniently 
located section. This, because many of 
the working people are accustomed to 
the lower price brackets and basement 
and downstairs shopping, is usually 
placed in the basement section. This 
.is done for various reasons. Often 
when starting out on a job workmen 
have to outfit themselves completely 
and it is convenient to do so in one 


spot. It is a further time saver, since 
many workmen are busy long hours 
and are limited in their shopping time. 
It is also interesting to note that sev- 
eral stores have instituted a credit 
policy on all types of work clothes, 
which permits them to be bought on 
time. Stores using this policy consider 
workmen a good credit risk and their 
good will a good investment. 


Hannahsons Open Boston 
Sales Office 


Boston, Mass.—Hannahsons Shoe 
Company, of Haverhill, Mass., have re- 
cently opened a sample room and sales 
office at 210 Lincoln Street, here. The 
new offices will be in charge of Phil 
Bennett, New England sales _ repre- 
sentative of the firm, who will be in 
attendance at the office on Tuesdays, 
Wednesdays and Saturdays. The other 
days of the week the office will be open 
and in charge of a secretary. 


Allied Shoe Products Will 
Hold Semi-Annual Exhibit 


New York—The Allied Shoe Prod- 
ucts and Style Exhibit will be held this 
year on March 22, 23, and 24, at the 
Belmont-Plaza Hotel, this city, one day 
in advance of the Fall Leather Opening 
at the Waldorf-Astoria. 

Three floors of the hotel will be de- 
voted to the displays and it is expected 
that the number of exhibitors will be 
larger in number than at previous 
showings of this group. 

Exhibit arrangements for the show 
are already underway under the direc- 
tion of A. C. Reuter, Room 425, in the 
Marbridge Building, this city. 


ADVERTISING 


—here's how to get 


More Business! 


HE Vincent Edwards idea Clipping 
Service has -— 2,000 satisfied users. 


You will find thet a study of newspaper 
ad clippings is the quickest and least ex- 
pensive way to keep In touch with what's 
going on. 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer. No obligation, of course. 


VINCENT EDWARDS & CO. 
Wortd's Largest Advertising Service Organization 
342 Medison Ave., New York City 

Please tell me more about your news- 


paper ad clipping service and special 
short term trial offer. 
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To Reconstruct Shoe Building 


RocHestTer, N. Y.—Architects are 
formulating plans for the reconstruc- 
tion of the Shoe and Leather Building, 
Mill and Andrews Streets, which has 
had an important place in the shoe in- 
dustry of this city since its beginning. 

Occupants of the building include the 
Staud Shoe Co., shoe wholesalers, 
Handicraft Leather Co., Shoe Manu- 
facturers’ Clearing House and J. L. 
D’Angelo, wholesale leather findings. 





Price Control Law—As It Affects You 


[CONTINUED FROM PAGE 28] 


able attorney’s fees and costs. 


rising or are about to rise, and to take appropriate ac- 
tion. 

But the Price Administration is given the power to 
manipulate markets to prevent inflation through buy- 
ing, selling or storing a commodity, and he or any duly 
authorized representative may exercise the authority 
granted to the Price Administrator. He has the power 
to grant licenses to sell in his discretion, and the power 
to recommend that they be revoked. The impairment 
of contracts is permitted, since after the enactment of 
the measure, no price may be charged contrary to es- 
tablished schedules. 

Violators of regulations or price schedules, including 
those who falsify records are subject to $5,000 fine, to 
one or two years imprisonment or both. If any person 
selling a commodity violates a regulation, order, or 
price schedule, the buyer may bring an action for $50 
or for treble ‘the amount by which the price he paid 
exceeded the applicable maximum price, plus reason- 


February 7, 1942 


The Administrator has discretionary power over the 
disclosure of information obtained from a business man, 
even though such information was given with the re- 
quest that it be considered confidential. Hearings on 
protest of a schedule may be limited to the filing of 
briefs, and while the Act says that the Administrator 
must advise with members of an industry before the 
establishment of ceilings, he may establish temporary 
prices without such conference. 

In a way, we stand—a pretty honorable, clean, 
straight-forward industry giving value in every division 
and, in a way, promising that we will give a “fit and a 
service” and an explanation to the public as to what 
they are getting, why they are getting it and the per- 
formance value of that shoe. Naturally, we will have 
to mark time on this new form of regimentation and 
hope (in a way) the statement is true: “It all depends 
upon the regiment.” 











S. J. Jay Sees No 
Shortage of Shoes 


Detroit, MicH.—“I cannot remember 
a time when we did not have shoes 
on the shelves to sell, and I do not 
think we will face any such condition 
in the future,” according to Steven J. 
Jay, vice-president in charge of men’s 
departments of R. H. Fyfe and Com- 
pany. “We may not have as many 
types of shoes as in the past. We may 


not have quite the same quality, but | 


we should sell as many units in 1942 
as in the past. 
“From the standpoint of men’s shoes, 


we see men going into the army, but | 


for those going away, we find others 
coming up, from the ranks of the pre- 
viously unemployed. 

“It is encouraging to see the new 
business after four o’clock. Men are 
coming in in leather coats and work 
clothes, in increasing numbers. 

“In the merchandising program on 
men’s shoes the industry has in the 
past gone wild on variety. Now, we 
will have to simplify and get down to 
earth. If we do not do it ourselves, the 
Government will do it for us. 

“There are many more sales lost be- 
cause of size than because of style. 

Sports shoes are going to be more 
important than ever before—America 
is becoming more sports-minded, and 
that goes for older men as well. 

“We are finding that more women 
than ever are coming in to buy shoes 
for their husbands and families. 

“Looking at styles, I think 75 per 
cent of men’s shoes this Spring will 
be in antique tan, not too dark. No. 1 
combination will be tan and white. 
Don’t overlook black and white, which 
has its following. 

“Moccasins are selling very big. We 
are on the way back to broader toes— 
it may take two or three years, but 
army shoes will bring them back. 

“The sound background of any men’s 
shoe department is 75 per cent in staple 
shoes. We talk a lot about the sports 
and style shoes, but our money is really 
made in the staples.” 


Ward with Daly Bros. Staff 


Marion, INp.—W. H. Ward, formerly 
with Cooper Underwear, Inc., travelling 
Louisiana and Arkansas for the past 
17 years, is now associated with Daly 
Bros. Shoe Co., Marion, Ind. He will 
call on the shoe trade in Louisiana and 
Arkansas representing the Air-O-Magic 
and Cushion Magic Shoe lines. 


Redecorate Shoe Store 


AMARILLO, TEXx.—-The Jones-Roberts 
Shoe Store, formerly Seale’s, has re- 
decorated their store and installed new 
chrome and red leather chairs through- 
out the entire department, including the 
children’s division. Paul Rodgers, for- 
merly with Seale’s, is again on the floor 
with Jones-Roberts. 
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ee = Colonial LiL Patent \Y 
with white piping 
By DELMAN, Inc. 


makes lighter, dainticr footwear! 


Since Colonial perfected the light- 
est patent ever made, this new, 
triple L weight has been an as- 
tounding success in patterns where 
ordinary weights were never prac- 
ticable. Alert manufacturers and 
buyers have found that Colonial’s 
LLL Patent fills a long felt need, 
and are using it in quantity for 
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TERRY 
LEATHER LINED SHOES 
Colonial LLL Patent = 
with faille collar MASS PERFORATED SHOES 
and heel. OPEN TOE AND CUTOUT PATTERNS 


"By DELMAN, Inc. 
DESIGNS USING MULTIPLE FOLDS 


COLONIAL TANNING COMPANY 
BOSTON 


also tanners of white, black and 
colored elk, and splits 


MATCH BOX 
Colonial LLL Patent 
By DELMAN, Inc. _ 
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